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N.A.C.C. Annual Meeting 
Set for Thursday, June 15; 
Lively Session Expected 


President Alvan Shai § Sotua That Every Factory 
President Will Be Present With Executives; 
To Take Up Pressing Problems 


New York, May 24.—It 





was announced here today by 


the National Automobile Chamber of Commerce that the 
regular annual meeting will be held this year on Thursday, 


June 15, instead of June 8, which is the regular date. 


The 


meeting will be held at headquarters here, 366 Madison Ave., 


beginning at 10 a. m., Daylight Saving Time. 


The date for the meeting has been @ 
changed to insure a full attendance 


of presidents and their associates to 


consider the pressing problems that 
face the automotive industry as well 
as industry in general. Aside from 
action on automotive industrial re- 
quirements, there will be a speaker 
on the proposed national industrial 
recovery plan, with a discussion as 
‘to whether the industry should plan 
to operate under it. 

To comply with the by-laws of the 
chamber it is to be noted that the 
officia] cal] is for June 8, with the 
understanding that the meeting will 
be adjourned until June 15. The 
N. A. C. C. directors will meet on 
Wednesday, June 14, at headquar- 
ters here, at 10 a. m. Three direc- 
tors end their terms, Messrs. Bros- 
seau, Macauley and Cord, and there 
are two vacancies to fill. President 
Macaulay of the chamber expresses 
the hope that every president will 
attend with any executives of his 
company. 


—-— ‘ 


QUAKER CITY BUYS 
SILVER FOUNDRY 


Salem, O., May 24.—The Quaker 
City Foundry Company has pur- 
chased from the Mullins Manufac- 
turing Company the foundry part 
of the former Silver Manufacturing 
Company plant. 

The foundry has been occupied by 
the Quaker City company ever since 
its organization following the clos- 
ing of the Silver company business. 
Mullins purchased the building and 
has been occupying all of the 
foundry as its plant No. 3. 

Recently Mullins moved its equip- 
ment from the foundry to the main 
plant. The old Silver building will 
be used by Mullins largely as a 
storage plant. 

Quaker City concern plans to ex- 
pand its business and increase out- 
put of castings, many of which go 
to the automotive industry. 


WHITE ANNOUNCES 
TWO NEW PROMOTIONS 


Cleveland, O., May 24.—Promo- 
tion of Harry E. Seanor, vice-presi- 
dent and district manager of the 
Chicago region, to vice-president in 
charge of leading national account 
selling of the Central West, was 
announced today by George F. 
Russell, vice-president and sales 
manager of the White Company. 

Seanor will be succeeded as dis- 
trict manager of the Chicago region 
by Edmund H. Taylor, who has been 
manager of the southern New Eng- 
land district, with headquarters in 
Worcester, Mass. Seanor will retain 
his headquarters in Chicago and 
in addition to his duties as vice- 
president will cover national and 
fleet accounts and assist in mer- 
chandising White trucks and buses 
in Minneapolis, Omaha, Kansas 


City, St. Louis, Indianapolis and 
Detroit. 
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MAY SALES UP 
FROM 1932 MARK; 
JUNE ENCOURAGING 


Detroit, May 24.—Sales executives 
here are greatly encouraged by the 
reports that are being received in 
regard to May sales. In May, 1932, 
the total number of passenger cars 
sold was 131,000, and it is expected 
that this year the record will be in 
the neighborhood of 170,000. What 
makes this situation doubly encour- 
aging is the fact that in May, 1932, 
the sales increase over April was 
greater than normal on a percent- 
age basis, In other words, May, this 
year, is going to show a sales gain 
over the same month a year ago, 
which was better than normal. 

The automotive industry always 
expects a sales bulge in the spring. 
This year, due to general conditions, 
the increase in sales was consider- 
ably delayed, but it certainly began 
to be apparent in May. Most sales 
executives believe that because of 
the late start, and for other reasons, 
the sales peak will run over into 
June. In a normal year, the taper- 
ing off in buying begins about the 
third week in May. There is no 
sign as yet of any such | 
As a matter of fact, sales continue 
to mount for most of the companies 


(Continued on Page 2) 





George M. Slocum Buys 
Automotive Daily News 


NNOUNCEMENT is 

made by O. J. Elder, 
president of the Automo- 
tive Daily News Publishing 
Corporation, of the sale of 
Automotive Daily News to 
George M. Slocum, Detroit, 
Mich., effective as of June 
1, 1933. 

Mr. Slocum will transfer 
this trade publication to 
Detroit on June 1. The new 
publisher has been Detroit 
manager of Automotive 
Daily News since its incep- 






















spite the fact that this industry, 


some of the others can, 


for the opening, two of the major 
exhibitors, 
Firestone, have already been in test 
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HAY URGES DEALERS 
NOT TO NEGLECT 
BY-PRODUCT PROFIT 


Chicago, May 24.—The by-prod- 
ucts business which motor car deal- 
ers have allowed to slip away from 
them “virtually by default” can and 
should be recaptured, but not at 
the sacrifice of overallowances on 
trade-ins in connection with the 
dealers’ new car activities. 

So stated Thomas J. Hay, presi- 
dent of the National Used Car Mar- 
ket Report, Inc., Blue Book and Red 
Book publishers, today. 

In stressing the importance of 
avoiding overallowances on used cars 
Mr. Hay made it clear that dealers 
who persist in that practice must 
either charge higher than competi- 
tors for their by-products, items and 
service, or yield the by-products and 
service volume to competitors in 
question. In either event, he said, 
they cannot make progress against 
the inroads of filling stations, super- 
service stations, tire sales stores, de- 
partment stores and mail order 
houses, 

“Many interests are now advo- 
cating that automobile dealers cul- 
tivate the by-products business in- 
tensively in order to support their 
new car transactions,” stated Mr. 
Hay. “In years gone by a large 
share of the accessories slipped 
away from automobile dealers vir- 
tually by default. 

“While automobile dealers had a 
profitable new car business, they 
lost these by-products sales, for 
during the fat years they did not / 
consider the selling of tires, grease, 
oil, batteries and other accessories 
as especially imporvant and profit- 
able. Now they find themselves in 
the position of competing with solid- 


territory, have been released 


The figures for passenger ca 


WISCONSIN PARTS 
PLANTS REPORT 
IMPROVED BUSINESS 


Milwaukee, Wis., May 24.—Re- 
ports of improved business continue 
to emanate from Wisconsin auto- 
motive concerns. The Walker Man- 
ufacturing Company, Racine, mak- 
ers of automobile jacks, tire pumps, 
cranks, rim wrenches, etc., showed 
a 10 per cent. increase in April over 
the same month last year and will 
do better in May, according to Mal- 
colm McCormick, vice-president in 
charge of sales. 

The Walker company has started 
production on a new product, an 
electric lift, which can be installed 
anywhere, and is so designed that 
the lifting members do not inter- 
fere with access to any part of the 
automobile that has been lifted. The 
lifts are operated through an elec- 
tric motor and four steel cables 
which are pre-stretched and an- 
chored. 

In La Crosse the number of em- 
ployees at the Motometer Gauge 
and Equipment _Company plant has 
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PROGRESS SHOW HELPS 
CHICAGO CAR SALES 


Chicago, May 24.—Although offi- 
cial sales figures are not yet avail- 
able, reports from distributors and 
dealers to the Chicago Automobile 
Trade Association indicate that the 
Progress Demonstration Show be- 
ing held here this week is produc- 
ing results that are gratifying to 
the sponsors of the event. 

Attendance at dealers’ showrooms 
during the daytime and evenings 
has been excellent, one of the rea- 
sons being that the ancient cars 
entered in Saturday’s parades have 
been placed in dealer establish- 
ments. This innovation is proving 
a lure for prospects. Dealers wel- 
come these owner visits, since the 
opportunity is thereby presented to 
drive home the story of automobile 
progress, one of the chief lessons of 
the Progress Demonstration Show. 

Salesmen are being kept busy fill- 


(Continued on Page 6) 


MOTOR INDUSTRY 
TO DOMINATE FAIR 


Chicago, May 24.—As Saturday, 
the formal opening date of Chicago's 
A Century of Progress international 
exposition, approaches, it appears 
certain that the automotive industry 
is going to “steal the show.” 

With all buildings completed, ready 
and equipped for the inaugural of 
the fair, the automotive industry 
will be not only better represented 
than any other, but will also have | 
among the most interesting exhibits 
housed in any of the buildings, de- 





far less than 100 years old, cannot 
point to a century of progress as 


Just to get things in proper shape 
and 


General Motors 





Se essen 


° ° ° operation. neral Motors is giving |ing appointments for demonstra- 
tion and is president of the || {he limelight to Chevrolet with the|tions. Every prospect entering a 
Detroit Adcraft Club. || assembling of cars of that make,|dealer establishment and looking 
Chris Sinsabaugh, former |} while Firestone is building tires. over the display is urged to take a 
editor of Motor Age, Chrysler, whose building rivals|G@emonstration ride as the best | 
Mot Mot Lif d || that of General Motors in size and | means of learning how far reaching 

otor, otor Lue an beauty, has thus far been rather |the engineering advancements have 
American Motorist, will || reticent over the complete story to | been. 






edit the paper with William 
C. Callahan as managing 
editor. Barbara Crighton, 
assistant advertising mana- 
ger, becomes business 
manager. 











be told by its exhibits, and the 
general impression is that this cor- 
poration has a number of surprises 
up its sleeve. 


bile manufacturing group, Nash, has 
completed its tall, narrow building, 


“Dealers are presenting the story 
of motor car progress in a manner 
different from any yet attempted 
in Chicago,” stated Lafayette Mar-‘ 
kle, president of the trade associa- 
tion. “The technique is one of sharp 
contrast, with old and new models 


(Continued o on Page 2) 


The third member of the automo- 








(Continued on Page 6) 


for the second week in May. 
remarkable gain over sales in the same month last year. 









$12 Per 


les in May 





5 Cents. 








Top Same Period 1932 by 30% 


\@ectuee Feel Confident That Defin That Definite Turn Has Come 
And Look Forward to Continued Improvemen 
As Season Advances 


New York, May 24.—Sales figures for the metropolitan 
district, embracing the city of New York and surroundin 


by Messrs. Sherlock & Arno] 
They continue to show A 


rs are 2,818 for the first two 


weeks of ks of May, 1933, as compared with 2,178 in the samé 
———-© week of 1932. 


For the first two weeks in May 
total passenger car sales in the met- 
ropolitan district were .6,159, as 
against 4,748 in the same period of 
May, 1932. This is a gain of just 
under 30 per cent. for this crucial 
sales period and is by far the best 
showing made by the local industry. 
since the depression started. Fur- 
thermore, dealers agree that there 
no sign of a letdown, There is every, 
reason to expect the buying wu 
to continue into if not through sung. 
Predictions are being freely madé 
that 1933 sales will continue to ex- 


ceed those made in 1932 for the 
rest of the year. 


BAUER OF N. A.C. C. 
SAILS FOR EUROPE 


New York, May 274.—George F. 
Bauer, manager of the export dé-~ 
partment of thé 
National Automd- 
bile Chamber of 
Commerce 
chairman of the 
World Trad 
League of th 
United States, 
sailed Saturday 
for Europe aboard 
the S. 8. Bremen. 

Mr. Bauer will 
sopeonene = aon 
or organizatio 
F. Bauer 2. 9 delegate at 
the convention of the International 
Chamber of Commerce in Vienna, 
after which he will go to London to 
follow the proceedings of the World 
Economic Conference, 


LOW PRICE CARS — 
LEAD IN CANADA 


Montreal, May 24,—More than 
half the cars sold in eastern Canada 
this year to date have been Chev- 
rolets or Fords. Last year at this 
time sales of these two cars were 
slightly less than half of the total, 
although the total number sold was 
higher. Sales of the leaders for 
April and for the four months ended 
April are shown in the following 
table: 








Geo. 





4 Months Ended 
April 


April April 


1933 1932 1933 1932 

Chevrolet ...1,279 1,633 3,113 3,937 
ee 847 522 1,640 381,477 
Dodge .....- 434 204 081 433 
Pontiac .... 346 388 803 826 
Plymouth .., 313 436 127 126 
Bulok ..cces 213 344 520 12 
Chrysler .... 125 203 262 98 
Essex ....... 104 180 232 260 
Frontenac .. 93 49 220 121 
WIS wcccos 84 102 203 260 
Ceeemenae. ° 7 99 167 280 
ockne ..... 73 104 146 134 
De Soto .... 58 164 154 361 
Studebaker.. 58 157 140 345 


Three manufacturers have 
handled 87 per cent. of the business 


(Continued on Page 6) 
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WHITE IN NEW YORK 
HOLDS BEER TRUCK 
SPECIAL EXHIBIT 


New York, May 2%4.—A_ special 
showing of new trucks, designed and 
built specifically for the hauling of 
beer, is being held at the Long 
Island City branch of the White 
Motor Company, 31-10 Thomson 
Ave.. To this exhibit the leading 
brewers, brew masters and contract 
haulers have been invited are are 
responding in large numbers. 

The exhibit includes the new 
White model 58 SS, which features 
a double-drop frame body for the 
carrying of keg or case beer. This 
unit has a loading height of but 25 
inches, and is adaptable for either 
wholesale or retail delivery. 

Other beer delivery units on dis- 
play cover every phase of beer haul- 
ing, with especially designed bodies 
for light or heavy duty hauling, or 
for city, intercity and house-to- 
house delivery. 

In conjunction with this exhibit 
a “pre-inflation sale” featuring a 
stock of $500,000 worth of new and 
used motor trucks and buses, is un- 
der way. There are on display five 
lines of new trucks, White, Indiana, 
Studebaker, Pierce - Arrow and 
Rockne, and a large assortment of 
used trucks of other makes. 

“As we approached the peak of 
the spring buying season our inven- 
tories were so low that we decided 
to build these trucks in anticipation 
of inflation buying and. to offer 
them for immediate delivery,” says 
E. F. Hobbins, district manager. 

“All of the units offered are either | 
new or 
trucks are backed by our new car 
warranty. We are simply and plain- 
ly offering truck operators an op- 
portunity to fill their transportation 
needs at pre-inflation pri ices. 


ALBORN IS NAMED 
CHIEF ENGINEER 
OF WHITE COMPANY 


Cleveland, O., May 24.—Frank G. 
Alborn has been promoted to chief 


engineer of the White Motor Com- | 
pany, succeeding H. D. Church, ac- | 


cording to an announcement by A. 
G. Bean, president. 

Since 1925 Alborn has served the 
White company as assistant chief 
engineer and has been actively en- 
gaged in the development of the 
present White line of trucks and 
buses. 

He came to America shortly after 
having graduated from Polytechnic 
Institute, Malno, Sweden, in 1902, 
and took a position with the Amer- 
ican Steel and Tube Company of 
Bridgeport, Conn. 

In 1903, when the automotive in- 
dusiry was in its infancy, he became | 
a draftsman with the Locomobile 
Company of America, also of 
Bridgeport, and remained with this 
concern until 1920, being succes- 
sively promoted from draftsman, de- 
signer and chief draftsman to de- 
signing engineer. 


MAY SALES UP 
FROM 1932 MARK; 
JUNE ENCOURAGING 


(Continued from Page 1) 


and it looks as if they would con- 
tinue to do so into June before any 
tapering off begins. 

From this vantage point it looks 
as if production for the first half 
year would run not so far off the 
1,000,000 mark. This would compare 
with 911,000 vehicles turned out in 
the first half of 1932. Normally, 
production drops rather sharply in 
the last half of any year, but there 
are exceptions, and this year may 
be one of them. When our indus- | 
try was recovering in 1922 from the | 
slump immediately following the 
war, production was larger in the 
final six months than in the first 
half. It is possible that history may 
repeat itself in 1933. On the basis 
of somewhat under 1,000,000 vehicles 
for the first six months of 1933, the 
production for the year, following 
the usual pattern of a reduction in 
the last half, would run to about 
1,600,000 vehicle units for the year. 
This would compare with 1,431,000 
units turned out in 1932. 





nearly new, and all new |’ 


WEEKLY CRUDE OIL PRODUCTION 


DAILY AVERAGE IN THOUSANDS OF BARRELS FOR EACH. WEEK 
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WEEKLY GASOLINE STOCKS 
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WISCONSIN PARTS 
PLANTS REPORT 
IMPROVED BUSINESS 


(Continued from Page 1) 


been doubled in the last five weeks, 
and the working hours have been 
tripled, according to Byron Fay, gen- 
eral manager. The plant has in- 
| creased its pay roll to 700 employees. 
In Milwaukee the Heil Company 
| has received an order for the manu- 
| facture of 163 steel tanks from the 
Schlitz Brewing Company. Heil is 
now empoying about 250 men in 
its various departments, and it is 
expected that the Schlitz order will 
create jobs for 100 more. 


‘PROGRESS SHOW HELPS 
CHICAGO CAR SALES 


(Continued from Page 1) 





high rate by the metallizing sprayer. 
Several] types of metal can be used 
in the gun, including zinc, nickel, 
aluminum, lead, bronze, copper, 
Monel metal, brass and tin. The 
metal is fed into the gun in the 
form of a small wire and is forced 
by air pressure through the sprayer. 

xygen and acetylene melt the 
metal, which is then applied to de- 
sired surfaces under air pressure. 
Before the application the surface 
is roughened by a steel blast. 

Among uses in the automobile 
field are giving cylinder heads an 
aluminum coating, thereby making 
it possible, it is claimed, to use the 
cheap gasolines more efficiently. 
Worn shaftings can be built up and 
gasoline tanks relined without leav- 
ing a seam, it is claimed. 





J, S. MARVIN RETIRES 
AS PRESIDENT OF 
TRADE EXECUTIVES 


New York, May 24.—“In the co-op- 
eration within each industry as rep- 
resented by trade associations, busi- 
ness has found the leadership neces- 


side by side to stress the differences 
between them. 

“The reaction of car owners visit- 
ing dealer salesrooms is to appre- 
ciate how much improved the new 
cars are as compared with the ones 
they drive. Their impulse is to trade 
in their present automobiles, espe- 
cially if they are driving cars five 
or more years old. We are confident 
that the week of this show is ush- 
ering in a period of continued and 
increased _buying activity.’ 


‘DEVELOPS METAL SPRAY 


Los Angeles, May 24.—Under a 
new process developed by the Metal- 
lizing Co. of America, metal is melt- 
ed and sprayed on to various sur- 
faces by a gun. The process is 
claimed by this company to make 
repainting unnecessary, to reduce 
corrosion, to weatherproof perishable 
articles, to permit of new decorative 
effects and to effect reductions in 
plant upkeep. 

Metal is sprayed on surfaces at a 





wages, working hours and trade 
practices that would be fair to in- 
dustry, its workers and the public,” 
declared J. S. Marvin of the Na- 
tional Automobile Chamber of Com- 
; merce yesterday on his retirement as 
president of the Trade Association 
Executives of New York. 

Mr. Marvin is being succeeded by 
Joseph C, Fitts of the Heating and 
Piping Contractor’s National Asso- 
ciation as president of the T. A. E. 
Harry Meixell, former secretary of 
the Motor Vehicle Concerence Com- 
mitte, has been elected secretary and 





now secretary of the Music Indus- 
tries Chamber of Commerce. 


CLASSIFIED’ ADVERTISEMENTS 


IN THE AUTOMOTIVE DAILY 


NEWS BRING RESULTS 





——__—-———-——- | handling the new accounts department. 


sary to handle questions of minimum | biggest delivery month this year. 


Shaking the Plums 
+ * om 
De Luxe vs. De Lux 
* # 8 
Franklin Busy 


~ 


Beer Barrels 


* . 


Chris Sinsabaugh 


Detroit. Editor 





HERE is one plum in connection with the 500-mile race 

at Indianapolis on Decoration Day that automobile 
manufacturers grab at—furnishing the pacemaking car, 
which holds the contestants in orderly line for a lap that 
sends the field off to a flying start. 

This time it is to be a* Chrysler Imperial roadster, with 
the driver of it none other than Byron Foy, president of 
the De Soto unit, one of the youngest brass hats in the 
industry. 

There are two other makes which will have places in 
the race picture. Officials of the American Automobile 
Association will use an Oldsmobile eight in their trips to and 
from the track, while Eddie Rickenbacker, president of the 
speedway and also chairman of the A. A. A. Contest Board, 
will put on a lot of dog riding around in the Pierce-Arrow 
Silver Arrow, the $10,000 sport job that has been labeled 
the Koh-i-noor of the motor industry. 

~ * * 

STEVE HANNAGAN, director of publicity for the big 
race, is oozing out the appointments one by one, sorta nurs- 
ing his stuff. His latest is the announcement that Gar 
Wood, motor boat champion, has been selected again as 
starter, but as yet no referee has been named. That job 
is usually handed out to some celebrity like Henry Ford, 
Harvey Firestone or Vincent Bendix, who have served in 
the past, but at this writing your commentator is in the 
dark as to this year’s choice. 

* + 

BY THE WAY, Hannagan is resigning after this race 
to join the advertising agency of J. Walter Thompson, 
Hooking up with 
advertising, Hannagan’s appointment recalls that some 
twenty years ago he was advertising manager of Stutz. 
That’s when he earned his reputation of being the best- 
dressed advertising manager in the industry. 

x * 

“PLEASE KEEP MY NAME OUT OF IT,” is the 
request of a contributor. With his identity concealed, I 
pass along his protest against the mispronunciation of a 
much-used word, as follows: 

“Just as a little conversation suggestion for your col- 
umn, you might undertake to educate the automobile boys 
in the pronunciation of the word ‘de luxe.’ The way it is 
used so commonly in the trade evidently means that a car 
is ‘all to the soap.’ But, as a matter of fact, ‘lux’ is a 
dirrerent word from ‘luxe.’ Otherwise there wouldn’t be the 
e’ on the end of the latter.”’ 


* 


~ ” * 

HUGH GOODHART, advertising manager of Franklin, 
writes from Syracuse that I may be interested in the Frank- 
lin pay roll, and a mild boast is permitted because of the 
fact that said pay roll in May will be in excess of those of 
February and March combined. 

Two weeks ago deliveries by dealers showed better- 
ment over the corresponding week in 1932. Since then 
succeeding weeks have continued this improvement. Com- 
pared with previous records in 1933, May is running ahead 
of April, “Goody” avers, and April, just closed, was the 
May is showing particu- 
larly strong on the new Olympic model, and will be the 
largest month on the Olympic since introduction. 

“You may have noticed from comparisons of first quar- 
ter’s registration, just available, that Franklin is perform- 
ing relative to last year better than the average of the 
fine-car class,” winds up the Syracuse optimist. 

” « * 


THE RETURN OF BEER already is paying dividends 
to Murray Body, which has developed a whale of a by- 
product in the manufacture of insulated steel barrels for 
the brewing industry. This means the employment of an 
additional 400 workers at the Murray plants. Murray 


treasurer of T. A. E. Mr. Meixell is} bought 300 tons of steel for orders already on hand, and 


it is estimated that weekly requirements from now on will 
run in the.neighborhood of 150 tons. 

This new barrel is made of heavy rustproofed steel, 
formed of two sections, an inner container and an outer 
shell, which is welded to the container. The air spaces 
between the two sections are filled with insulating material. 














AUTOMOTIVE ‘DAILY NEWS, THURSDAY, MAY ‘25, 1933 





Retail Salesmen 


? 


This department is devoted to the interests of the retail sales divi- 


sion of the industry. Salesmen, t 


is your department. Automotive 


Daily News wants you to get something from this department that will 


help you in your work on the firing line. 


It wants you to pass on 


your own experiences, success, failures to help your brother salesmen. 
Send in your story in the form ofa letter, or even a postal card, and 
let us get it ready for publication. Your achievement or your mistake 
may help another salesman to make sales or avoid errors that cost 


you commissions. 
Dealers read this page. 


Give us the benefit of your reactions on 


these problems that affect the work) of your salesmen, the men on the 
firing line, the men who bring home the bacon or don’t. 





BIG CITY SELLING PROBLEMS 


(Second Installment) 


We all know that the most desir- 
able contact to make on a competi- 
tive owner is a personal contact, 
but we all know that personal con- 
tacts are difficult to make and con- 
sume a lot of time and travel unless 
our way is paved to make them. 

The most effective way to pave 
our way is by a telephone solicita- 
tion. Telephone solicitations on 
competitive owner lists are a very 
important part of every retail sales- 
man’s program, and at least one 
hour a day, in half hour periods, 
should be devoted to this activity. 

How to use a telephone—when to 
use it and how to get the most out 
of it, is fully described in a pro- 
gram that has already been sent to 
your dealer covering’ telephone 
solicitations, and we strongly recom- 
mend you carefully study this pro- 
gram, as it will help you in making 
proper competitive owner telephone 
contacts. 

You cannot hope to sell a com- 
petitive owner a new or used car 
over the telephone, and the only 
purpose of the telephone call is to 
arrange a personal interview. 

Direct-by-mail campaigns, either 
those gotten out by the factory or 
the dealer, prepare the way for 
salesmen to make a personal con- 
tact. 

Penny posial cards with a special 
hand-written message by the sales- 
man have also proven to be very 
effective. In fact, we may say that 
any direct-by-mail preceding tele- 
phone calls is highly desirable, be- 
cause it paves the way for a better 





telephone contact as well as a better 
personal contact. 

Making personal contacts on com- 
petitive owners without paving the 
way by a telephone call or direc:- 
by-mail has been difficult for some 
salesmen, particularly if they work 
in apartment building areas. 

Some salesmen in order to get the | 
best out of their work, particularly | 
in apartment building neighbor- 
hoods, have ascertained the approxi- 
mate time the mail man covers the 
street. Some mail men give two 
quick rings on the bell and we know 
that most people will respond to that 
kind of ring by opening the door. 

Other salesmen when working 
apartment building areas have se- 
cured better results by going to the! 
back door. 


experienced in getting in and good 
work can be accomplished. 


consisting mainly of homes, work 


effective. 
Many retail salesmen have made 
a@ great success, in addition to 


been outlined previously, by work- 


mean working on a certain trade 
or trades. 


concentrated mainly on men con- 
nected with the fire department. 
He has built up a large clientele— 
he is well known to them and all 
of these men in turn are on the 
lookout for prospects for him. 

Other salesmen have concentrated 
on insurance men. Others on doc- 
tors, etc. By working vocationally, 
the salesman becomes acquainted 
with the habits, needs and desires 
of a certain class of men, and can 
better talk their needs in their own 
language. 

Some of the vocations that pre- 
sent good opportunities are as 
follows: 

Insurance men, postal employees, 
milk wagon drivers, real estate brok- 
ers, policemen, janitors, dentists, 
building tradesmen, city employees, 
railway employees, truck drivers, 
large department stores, restaurants, 
physicians, telephone employees. 

The classified Telephone Di- 
rectory furnishes a wide selection 
of vocations. 

We should also remind salesmen 
that church organizations, clubs, 
lodges, legions and other similar or- 
ganizations present a very splendid 
opportunity for sales, and men who 
are active in organizations of this 
kind are not only able to make sales 
to members, but the members in 
turn will furnish names of others 
who are prospects for both new and 
used cars. 

The best way to get results from 
organizations of this type is for the 
salesman to first make himself ac- 
quainted with the leaders and let 
them know that he is making his 
living selling new Pontiacs as well 
as used cars. These leaders in turn 
will introduce you to others in the 
organization, which gives you an 
opportunity to build up a wide ac- 
quaintance. 

Let every one you come in contact 
with in connection with organization 


| work know what you are doing. Ask 


Your approach is very important ' them to get you in touch with others 


in connection with this work. 


Aland the results will be worth the 


pleasant greeting and a pleasing | effort. 


smile are extremely important. 


If it is possible for you to become 


Your opening remarks might be| more active in organizations of this 


something like this: 

“IT am the Pontiac zone superviscer | 
for this neighborhood, and I would | 
like to leave a piece of literature 
that describes our new cars. 

“If the record I have is correct, 
you are now driving 1930 Blank Car. | 
If we could make you a satisfactory 
allowance, would you be interested | 
in trading it in now?” 

From there on your conversation | 
will naturally be carried fo:word as 
best mects the conditioits. 

Experience has proven that when 
making solicitations of this kind, it 
is best not to introduce yourself or 
to give your firm name, for the rea- 
son that the person Is a stranger to 
you and is not interested in who 
you are or who you work for, and is 
only interested in knowing why you | 
are calling. 

If a salesman will practice various | 
types of approaches that come | 
his mind, after a little time he will | 
develop two or three that he can | 
use best. 


|kind without taking too much of 


your time, it is advisable for you to 
do so. 

Certain vocations make it almost 
necessary for the men to own an 
automobile; in other vocations the 
‘nmcome justifies the owning of a 


| motor car. 
For instance, milk wagon drivers | 
| drive to their central depot and park 


their cars while they are en route. 
Insurance men go to their central 
office in automobiles, 


ing meetings. Trades people drive 
to their work and leave their cars 
parked on the outside. 

A plan that has been used highly 
successfully is for the salesman to 
first spot such cars at such locations 
and look them over carefully for ap- 


| parent needed repairs, tires, etc. 


This can be done very easily by 
using a regular appraisal form, 
which 
izing the repairs such cars need. 

He can then approach the owner 


It stands to reason that when! of such car, and is in a better po- 
salesmen are working in territories | 
that consist mainly of homes or | 
business houses, little difficulty is’ 


sition to talk intelligently, for the 


(Continued on Page 4) 








|mobile Company, 


will assist him in summar- | 








| DEALER 
| DOINGS 


SAN ANTONIO, TEX. 
Autemotive dealers of this city 
| were hard pressed this week te fur- 
nish sufficient transpertation for 
the large number of musical organ- 
izations 





‘ 


every dealer furnished one or two 
cars, with the popular priced models 
being more in demand. Some day 


(Apologies to Mr. Brisbane.) 
“« * a 


The C. H. Mountjoy Parts Com-|tomobile merchants have done, in 
carrying out the activities that have} pany, automotive wholesalers, with|the used car branch of the in- 
; . | After three years of this, 
ing vocationally, and by that we/ branches in Austin, McAllen, Corpus | quring which he increased his sales 
he 
have been showing a film, “Thru | pranched out into the new car field, 
For instance, one salesman has| Traffic,” produced for the Perfect| taking an associate dealership for 


headquarters in this city and 


Christi, Houston and Beaumont, 


Circle Company, to large crowds in 
these respective communities. .The 


local showing was sponsored by the/ dealer” didn’t fit in with the ideas 
He 
But he 


G. E. Auto Supply Company, in ad- 
dition to Mountjoy. 
u - * 


Free inspection service is bein’ | ciate dealer. Soon the factory sales | 
officials began to prick up their 


offered this week by the Winerich 
Motor Sales Company as an induce- 
ment to stimulate more business in 
their service department, and at the 
same time move people to have their 
cars tuned up for summer driving. 
J. B. Camp, service manager, is in 
charge. 


* om * 
PITTSBURGH, PA. 
Headquarters of the Pittsburgh 
Automobile Dealers’ Association 
have been moved from 801 High- 
land Building to Suite 200 in the 
Werner Building, 124 South High- 
land Ave. The new location is only 
a short distance from the former 
quarters. Secretary W. N. Owings 
reports that the work of the asso- 
ciation can be handled more ex- 

peditiously in the new offices. 


*- * 8 

A large number of Pittsburgh auto 
dealers attended the recent funeral 
of Christopher G. McKinley, part- 
ner in the McKinley-Gregg Auto- 
who died at his 
home, 6588 Beacon St. He had been 
in the automobile business for 
twenty years in Pittsburgh, holding 
the Franklin distributorship over a 
long period of years in partnership 
with Frank B. Gregg. The firm re- 
cently took the Lincoln and Reo 
agencies for this district. McKinley 
was a member of the Pittsburgh 
Automobile Dealers’ Association at 
the time of his death 


oe we * 

Formerly conducted at two sepa- 
rate locations and as_ individual 
establishments, the Oldsmobile re- 
tail store and the Pontiac retail 
store have been combined and will 
operate at 471 Mellwood St. W. T. 
Minor, B-O-P zone manager, an- 
nounced the appointment of Frank 
J. Williams as general manager of 
the new store and Charles H. Sny- 
der as sales manager. The combin- 
ation offers greatly improved facili- 


pacity. The service station will be 


nedy. 


t 


| Pittsburgh automobile circles for 
|} twenty years, has joined the sales 
staff of the Royston Cadillac-La 


D. Eirman, 
organiza- 


nouncement by Henry 
general manager of the 
tion. 


The William H. 


t 


Bingler Company, 


ers of used cars in Allegheny coun- 
ty, has moved into the large quar- 
ters formerly occupied by the Pier- 
point Motor Company. Increased 
| business justified taking the larger 
| quarters and enlarging the capacity 


of the company. 
* ” o 

At the annual meeting of the 
stockholders of the Royston Cadil- 


lac-La Salle Company, George B. 
(Continued on Page 6) 
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which took part in the | 


ers in service as well as sales ca- | 


under the supervision of J. V. Ken- | 


George H. Dreher, well known in 


| Salle Company, according to an an- | 
park them) 


outside while they have their morn- | 


one of the largest buyers and sell- | 
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and truck 


JAMES F. 
| De Seto and Plymouth Distributor in Northern 


James F, Waters, who distributes De Soto and Plymouth 
Music Week parade, opening Na-' cars from his San Francisco headquarters to most of north- 
tional Music Week. Practieally| ern California, is this month celebrating his eighth anni- 


OUR LEADING DEALERS 


And How They Got That Way 


A series of brief biographies of outstanding motor car 
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merchants. 






WATERS 
California 


versary as an automobile merchant. 


Eight years ago James F. Waters > 
When working in neighborhoods | automotive dealers may awaken to| decided that he wanted to go into 


bet : the expense incurred through such/the automobile business. To him 
ween 7 and 9 p. m. is most/ “charity” and change their policy.|it typified speed and energy, and 


he wanted to get into it. He be- 
gan, as so many of our leading au- 


dustry. 


and raised his manpower, 


De Soto. 

But the position of “associate 
of Mr. Waters. Not a bit. 
wanted to be on his own. 


continued to saw wood as an asso- 


ears. “Look at this fellow Waters; 
he’s making records out on the 
Coast,” they remarked. And in De- 
cember, 1929, James F. Waters be- 
came a De Soto dealer in his own 
right. 

From the beginning the Waters 
institution began to grow. At the 
end of his first year De Soto was 
in second sales position, excluding 
ithe three low-priced cars. The 
years 1930, 1931 and 1932 saw the 
same result, with always the mar- 
gin of leadership between first and 
second position closing up. Last 
year only nineteen cars separated 
De Soto from the top ranking auto- 
{mobile in San Prancisco. And as 
| San Francisco goes, so goes north- 
ern California. 

This year, with an auspicious 
start in January and February, the 
De Soto executive has set his quota 
at 4,000 De Soto and Plymouth 
motors by the end of December. 
|The total is almost twice as much 
as last year’s actual sales—and the 
mere setting of such a goal is typi- 
cal of the man’s caliber in facing 
| Slowed-down economic conditions in 
|this fighting manner. For when 
| businesses in general were losing 
|money or groping along, the James 
iF. Waters institution has 
| building up to bigger things year 
by year through the worst period 
| the nation has ever known. With 
the turn of the tide, what then will 
be the heights reached? That is the 
question his countless friends con- 
| tinually ask. 

At the present time the various 
| staffs of the Waters organization— 
including service, sales and adminis- 
|trative departments—number more 
than 150 men and women. And 
/every person in the group looks to 
| the personal leadership of the 
| boss,” realizing that each depart- 
| ment has grown to its present size 





| 





been | 











JAMES F. WATERS 


mass of detail on his desk not so 
many years ago. 

Ne appointment or task is con- 
sidered too big or too small to 
Tate the personal consideration of 
the man who has been building and 
still is building this monument to 
speed, energy and clear, fast think- 
ing. More than one hundred im- 
portant appointments, conferences 
or deals are personally handled 
every day of the year by James F. 
Waters, it was estimated by his 
secretary. This schedule of the day 
rolls along with dispatch and 
rhythm, between the hours of 8 
in the morning and 7, 8 or 9 at 
night, and the doors of his private 
office are never closed, nor are the 
incoming telephone calls shunted 
through secretaries. Two desk tele- 
phones handle the “open-door” 
policy on the thousancs of messages 
constantly coming in from friends 
and dealers. 

Among interesting facts con- 
nected witn the growth of the De 
Soto-Plymouth distributing head- 
quarters is the loyalty given to San 
| Francisco by the factory executives, 
|es a direct result of the strenuous 


work being done. When the hew 
Plymouth de luxe six was an- 
nounced nationally recently, San 


Francisco, through James F. Waters, 
|had viewed the cars two weeks be- 
fore. Flying east, his twenty-fourth 
|eastern trip in the interest of the 
| territory, the De Soto chieftain ar- 
rived just at the time that the firsi 
|cars were coming off the line. No 





| from the time when it was just| 


ties to Oldsmobile and Pontiac own- | another part of the voluminous | 
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Signs of the Times 
ITHIN the past three or four weeks, signs of business 
betterment have multiplied to such an extent that even 
our professional pessimists can no longer deny that they 
exist. 

We do not have to go beyond our own industry to find 
them, April sales are running just a shade below the levels 
attained last year and automotive revival in April was still 
in an embryo stage of development. Every early report that 
we have had on the progress of motor vehicle sales in May 
indicates that this month will surpass the same period of 
1932. 

Turning to other industries we find many of them 
achieving new levels of activity. The latest reports from the 
steel industry indicate that this basic business has reached 





an output of about 43 per cent. of capacity, by far the best | 


level in nearly two years. 

The consumption of electric power has been showing 
substantial gains and this is a fundamental factor in in- 
dustrial activity. 

Railway freight totals have begun to climb after months 
of sinking lower and lower. This is a very important factor 
in indicating increasing business activity, and when sales 
keep pace with it, freight loading is a definite proof of better- 
ment. 

The shoe industry has been showing definite signs of 
revival, and the carpet division of the textile industry has 
awakened from a long sleep. Lumber companies report a 
marked increase in orders for the first time in just about 
two years, 

Bank clearings are moving upward in many places, and 
the Federal authorities are permitting closed banks to reopen 
in increasing numbers. Obviously improvement in the bank- 
ing business is a sure indication of increasing activity in 
business and of greater generosity in individual spending. 

Improvement in industrial activity has kept pace with 
betterment in the prices of many basic products. Wheat has 
reached the best price since 1931. Corn, rye and other crops 
have reacted to this advance in the great agricultural staple. 
Growers of hops have been overjoyed by the boost that legal- 
ized beer has given their product. 

Cotton, wool, hides, dairy products, sugar, all have 
shown signs of increasing strength, bringing a return of 
prosperity ‘to many sections of the country. 

It is a notable fact that the minute any one of the major 
crops or products has shown a strengthening in price, the 
particular section which produces it or them has immedi- 
ately noted an upward swing in motor vehicle buying. As 
soon as cotton began to enjoy a price uplift, the Southern 
states started buying increased numbers of cars. When wool 
went up, the mountain states, where sheep raising is an im- 
portant industry, at once began to order new cars. 

One of the most encouraging features of this increase 
in industrial and business activity is the general agreement 
not to be stampeded into any feverish boom. President 
Roosevelt set an example of this with his warning that we 
must not accept an increase in the prices of securities as a 
ewe proof that prosperity has come back in a single 

ound, 

The general situation is eminently encouraging. The 
government is taking steps that are needed to “‘set” the 
revival now in progress and gradually lift business to what 
we have been pleased to call ‘‘normal’” levels, 

In the meantime our job is to redouble efforts, par- 
ticularly for sales, which will carry us along the upward trail 
toward the degree of prosperity that a working nation of 
120,000,000 people have every right to expect. 
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reason that he can point out the 
apparent cost he will go to very 
shortly to put his car in good con- 
dition. 

He can also point out that in- 
stead of spending the money for re- 
pairs, is can be applied as part pay- 
ment of a new car, and in other 
ways bring up the subject of new 
motor cars. 

We recommend you locate such 
plants, offices, etc., in the neighbor- 
hood you work. Get to knew some- 
thing about the habits of the men 
who work in these places so that 
you will know the most convenient 
time to aproach them—but know 
something about their cars before 
you make the approach. 

We have previously mentioned 
that we do not recommend going 
from door to door ringing bells, par- 
ticularly in apartment building 
areas, for apparently the results are 
not worth the effort expended. 

We do emphatically state, how- 
ever, that the various. business 
streets and commercial sections of 
Chicago do offer a splendid oppor- 
tunity for straight, cold canvassing 
work, mainly from the standpoint 
that they are easily accessible. The 
territory to be covered is small and 
the persons who are in business 
usually have money, otherwise they 
would not be in business. 


Again we state they are effective, 
because if the merchants you Call on 
are not themselves interested in a 
motor car, in many cases they can 
tell you of others who are interested, 
for the reason that they come in 
contact with so many people. 

The commission card plan may be 
effective in connection with this 
work. 

Do not attempt to make such calls 
during the noon hour or late in the 


ee ee eee 
COMING EVENTS 


MAY 
30—Indianapolis, Ind. Annual 500- 
mile International Sweepstakes. 
JUNE 


&—New York. Annual meeting of Na- 
tional Automobile Chamber of Com- 
merce. 

j1l—Detroit. Automobile race.. 
Pair Grounds. 


12-15—Beston, Mass. 


State 


National Association 
of Purchasing Agents, eighteenth 
annual International Convention 
and Informashow, Hotel Statler. 

12-16—Chicage. American Oil Burner As- 
sociation meeting, Stevens Hotel. 

16-17—Louisville, Ky. American Automo- 
bile Association meeting. 
18-July 3—Bordeaux, France. 
nautical and aeronautical show. 
26-30—Chicago. American Society of Me- 
chanical Engineers, meeting. 
26-30—Chicago. American Scciety for Test- 
ing Materials, meeting, Stevens 


Automobile, 


Hotel. 
JULY 
1. 4—Chieage. American Air Races, Mu- 
nicipal Airport. 


10-14—Chicago. Automotive Engine 
builders Association, meeting. 


16-18—Chicage. National Team and Motor 


Re- 


Truck Owners’ Association, thirty- 
first annual convention, Palmer 
House. 

AUGUST 


28-Sept. 24—Chicage. Chicago Society ot 
Automotive Engineers, International 
Automotive Engincering Congress 
Palmer House. (This meeting will 
be wide in scope tu take in the ec- 
tivities previously covered in the 
summer ineeting and the acronau- 
tical meeting.) 


SEPTEMBER 


1—Detreit. Gold Cup 
Automobile Races. 


11-15—Chicage. American Chemical So- 
ciety, meeting. 

20-22—Atlantic City, N. J. National Petro- 
leum Association, Traymore Hotel. 


21-22—Chieago. National Association otf 
oer Bus Operators, Congress 
otel. 


Automobile 


OCTOBER 


Paris, France. Twenty-seventh In- 
ternational Automobile Exhibit. 


2- 6—Detroit, Mich. National Mctal Con- 
gress. 
2- 6—Chicago. 
5-15—Paris, France. 
mobile Salon. 
12-21—London, England. Twenty-seventh 
International Automobile and Mo- 
torboat Show. 
28-28—Chicago. Motor and Equipment 
Manufacturers Association, National 
Automotive Maintenance Exposition, 
Herbert Buckman, manager. 
24-26—Chicago. American Petroleum In- 
stitute, meeting. 
27-28—Chicago. National 
Association, 
Hotel. 
30-Noy. %—Chicago. National Standard 
Parts Association, trade show. 


NOVEMBER 


Chicago. National Battery Manu- 
facturers Association, fall meeting. 
(Date to be announced later). 


JANUARY 


6-13—New York. New York National. 
Autgmobile Show, 


National Safety Congress 


Standard Parts 
convention, Stevens 


International Auto- [° 





afternoon, as merchants are usually 
very busy at that period. 

The most effective time is early 
in- the morning or mid-afternoon. 

Certain outlying sections of Chi- 
cago consisting mainly of home 
owners offer good possibilities for 
cold canvassing and the same 
technique and approach that has 
previously been recommended for 
contacting competitive owners can 
be used in connection with this kind 
of work. 

Large office buildings also offer an 
opportunity for effective work for 
the same reasons as outlined under 
canvassing merchants in business 
sections, 

Good results are always obtained 
by salesmen taking a demonstrator, 
with proper signs, and parking it at 
prominent corners, and by handing 
out literature to the people who pass, 
they are able to contact with many 
persons whom they could not other- 
wise reach. 

The same is true of placing dem- 
onstrators at larger manufacturing 
places, particularly at noon and clos- 
ing time. 

Saturday afternoons and Sundays 
can be used to good advantage work- 
ing the alleys, as many people have 
the habit of cleaning and greasing 
their cars at that time, the doors of 
their garages are open and contact is 
relatively easy. 

Salesmen should attempt to make 
connections with towing companies 
who tow the wrecks off our streets, 
as owners of these wrecks are a 
splendid source of prospects. 

While it is difficult, salesmen who 
can make a connection with the 
stolen car department can use it to 
their advantage. 

Insurance adjusters are also men 
to become acquainted with, because 
they not only know of the wrecks, 
but the stolen cars as well. 

Oakland and Pontiac owners com- 
ing to our service stations for service 
work, without a question, are the 
most valuable contacts salesmen can 
make in connection with new and 
used car sales, and while this activ- 
ity comes more or less under what 
would be known as floor duty, still 
we mention it in this program be- 
cause of its importance. 

More important perhaps than 
anything else is the salesman’s 
ability to properly arrange his work 
for the day. The salesman’s only 
asset is his time. He must use every 
hour of it for profit. He cannot 
afford to waste one hour waiting 
for some one to walk in. 

It is difficult to get out of old 
habits and to adopt new methods 
of working. It is easier to work 
the old fashioned way. However, 
conditions change from year to year, 
they are entirely different today 
than they were yesterday, and retail 
salesmen must change with them 
and adopt new programs. 

Regardless of temptations, set 
aside a portion of each day for cer- 
tain activities and then follow them 
faithfully. Don’t put them off until 
tomorrow—do them today. 

On your way to work be on the 
lookout for wrecks and stalled cars 
and take down their license num- 
bers. 

Perhaps you can spend a few mo- 
ments with a motorist who is stalled 
and give him a lift. Perhaps you 
can pick up two or three people 
waiting for street cars (preferably 
men). They will appreciate the favor 
and may tell you of persons who 
may be interested in motor cars. 

Before your sales meeting spend 
a few minutes in the service depart- 
ment and get acquainted with own- 
ers, and perhaps give a demonstra- 
tion or two. 

Set aside at least one hour each 
day for contacting Oakland and 
Pontiac owners, 

Spend one hour of your day can- 
vassing the business districts and 
calling on competitive owners. 

During your lunch hour get ac- 
quainted with the manager of the 
restaurant and have him, if possible, 
introduce you to others coming in 
for lunch. 

Use from thirty to forty-five min- 
utes of your time with a demon- 
strator on a prominent corner or 
before a large factory and pass out 
literature, 

Devote at least one hour to 
getting new prospect getters among 
garagemen, filling station attend- 
ants and others who freely come in 
contact with people. 


Spend one hour, in half-hour 
































periods, after 7 p. m., making tele- 
phone solicitations. 

Use one hour to carefully prepare 
your work for the next day. 

Of course, you will be spending 
some of your time with live and hot 
prospects, but be sure to use the 
balance of the time locating new 
ones. 

No one yet has discovered or in- 
vented a sales system that works 
without effort. It is the day after 
day, week after week, and month 
after month ever at it, plugging 
away, driving for business, that 
brings the big pay envelopes and 
wins rewards. 

That is really a story ali of its 
own. Enthusiasm is the very life 
blood of any salesman—not only 
being enthusiastic about your prod- 
uct and giving an enthusiastic sales 
talk, but being enthusiastic about 
the work you are doing. 

It is not so much sales ability 
that is needed today to sell at retail, 
as it is the ability to find prospects. 
One sales executive expresses it this 
way: 10 per cent. sales ability—90 
per cent. ability to locate buyers. 

Retail selling is enjoyable work— 
it brings you in contact with many 
people—your experiences are varied 
—you are free to come and go as 
you please—you are your Own boss. 
If you can make it profitable, cer- 
tainly you have a beautiful com- 
bination. 

When salesmen fully realize that 
it is their ability to find prospects 
that really counts, that is when we 
will solve our retail problems and 
make it profitable for retail men. 

In offering this program the writer 
is not attempting to draw on his 
imagination, but is giving you the 
benefit of ideas collected from suc- 
cessful retail salesmen. 
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one in the United States knew of 
this impending announcement, and 
orders had been given to keep out 
each and every automobile distribu- 
tor who happened to come to De- 
troit. When L. G. Peed, De Soto 
sales manager, walked out into the 
plant to see the cars for the first 
time, he surprisingly found none 
other than “Jimmy” Waters stand- 
ing there at the end of the assembly 
line passing inspection—and it was 
the first time he knew that the San 
Franciscan was in town. Mr. Peed 
realized that the joke was on him 
and on the men responsible for 
keeping the gates barred, and he 
responded nobly by awarding the 
advance showing of the cars to Sen 
Francisco territory. 

Here are some of the achieve- 
ments “Jimmy” Waters has regis- 
tered in his eight years as.an auto- 
mobile dealer: 

More than 11,000 new De Soto 
and Plymouth cars sold during the 
past four years. 

More than 12,000 used cars sold 
during the same period. 

James F. Waters established as 
the largest buyer in units of auto- 
mobiles on the entire books of the 
Chrysler Corporation, including all 
divisions. 

De Soto in second sales position 
in San Francisco, exclusive of the 
three low-priced leaders, for the past 
four consecutive years, This show- 
ing compares to eighth place na- 
tionally held by De Soto in 1932. 

Enlargement from two counties 
distribution in 1929 to the entire 
northern California field for dis- 
tribution, with more than forty deal- 


ers served by San _ Francisco 
headquarters. 

Leaders in increasing the size of 
the local “Plymouth Parade” 


since the introduction of floating 
power; selling more than 55 per 
cent, of the Plymouth cars deliv- 
ered in San Francisco. 

Establishing the James F. Waters 
Securities Corporation in August, 
1932, and surpassing the million- 
dollar mark in contracts written in 
six months’ time. 

Coincident with the marking of 
this eighth anniversary in May, re- 
tail and wholesale sales figures fo, 
the month of April, 1933, demon 
strated that another current record 
takes its place with the foregoing 
sustained records—in April last, on 
of the best retail selling month 
since the 1929 “palmy days” of al 
businesses was recorded, with mor 
than 300 new motor car units being 
sold to owners locally or delivered 
to dealers in the northern Califor- 
nia chain, This mark represents a 
large percentage gain over April of 
the previous year. 








AUTOMOTIVE DAILY NEWS, THURSDAY, MAY 25, 1933 





ENGINEERING FACTS ABOUT 
ALCOHOL FUEL BLENDS 


(Second Installment) 


“A gasoline working at the degree 
of compression ordinarily used for 
gasoline mixtures will, in general, 
require 50 per cent. more denatured 
alcohol than gasoline per brake- 
horsepower hour.” 

“In existing engines designed for 
petrol, one gallon of alcohol is equi- 
valent to about two-thirds of a gal- 
lon of petrol.” 

When tests are properly conducted 
equivalent results are invariably ob- 
tained. This means an increase in 
fuel consumption of 5 per cent. for 
every 10 per cent. of alcohol added 
to gasoline. 

Although this increased consump- 
tion in fuel may not be noticed by 
many individual drivers, it wil] be 
immediately appreciated by opera- 
tors of a large number of motor 
vehicles; and the seriousness of a 
5 per cent. increase in fuel consump- 
tion cannot be overlooked. 

In many tests that have been re- 
ported the carburetor was evidently 


adjusted to an overrich mixture on 
gasoline in order to obtain easy 
starting and rapid acceleration at 
the sacrifice of fue] economy. When 
a car so adjusted is operated on a 
blend containing 5 or 10 per cent. of 
alcohol, approximately the same 
mileage may be obtained by the 
blend as with the straight gasoline, 
but at a sacrifice in performance, 


As a motor fuel, alcohol has a high 
octane number and improves the 
antiknock value or octane number 
of any gasoline with which it is 
blended. In a blend, 10 per cent. of 
alcohol is approximately as effective 
as 20 per cent. of benzol or 1 per 
cent. of lead tetraethyl. The octane 
number of the gasoline may be in- 


creased about 3 to 9 octane numbers| T. M. 


by the addition of 10 per cent. of 
anhydrous ethyl alcohol. The effect 


TABLE 1. 


The Effect of Alcohol on Knock Ra 


sion Ratio and Corresponding Possible Improvement in 
Thermal Efficiency 7, 8, 9 


power for 98.5 per cent. of alcohol, 
and 0.435 pints per horsepower hour 
for a sixty-four gravity gasoline. 
The effect of adding alcohol on 
the distillation and vapor-pressure 


ting—Allowable Increase in Compres- 


Possible Percentage 


Percentage Percentage Increase Increase in | Characteristics of gasoline is clearly 

Per Cent. of Increasein inEfficiency Due Consumption |Shown in Fig. 1. Based on these 
Absolute Increase Highest Useful to Increase in Due to data, it may be stated that with 
Alcoholin inOctane Compression Highest Useful Blendingof |blends of alcohol not exceeding 10 
Blend Number Ratio Compression Ratio Alcohol per cent. by volure there will be 
5 3 2 1.0 2.5 little noticeable difference in ease 

10 7 5 3.0 5.0 of starting or in acceleration that 

15 12 9 4.5 15 could be determined by road tests, 

20 15 15 6.2 10.0 and whatever difference could be 


hol to improve the knock rating to 
the same degree as about 1 cc. of 
lead tetraethyl, 15 per cent. of alco- 
hol is approximately equivalent to 2 
cc. of lead tetraethyl, and 20 per 
cent. of alcohol is equivalent to 
about 3 cc. of lead tetraethyl, or 
about 35 per cent. of benzol when 
tested by the “research method.” 
The knock rating of alcohol is de- 
preciated in about the same propor- 
tion as that of benzol or cracked 
gasoline, and these values would be 
somewhat reduced by the new A. S. 
procedure. Data in Table 1, 
based on knock ratings as deter- 
mined by the research method and 


of alcohol on the knock rating is| using a motor gasoline of 66 octane 


cumulative in much the same man- 
ner as the effect of benzol. Although 
it takes 10 per cent. of absolute alco- 


numbers as reference, indicate the | 
approximate improvement in knock 
rating made possible by the addi- 


detected in laboratory tests would 

tion of various percentages of alco- | Probably be compensated and of no 
hol; also the increase in compression | practical significance. 

ratio, and in thermal efficiency If more than 10 or 20 per cent, 

made possible by the indicated im-|of alcohol is blended with the gas- 

provement in knock rating. oline, the difficulty in starting be- 

By comparing the last two col-|comes noticeable, and the results of 


umns in Table 1 it is clearly evident | acceleration tests indicate further 
that the improvement in thermal | difficulties. 


efficiency that might be obtained by The effect of 5 or 10 per cent. of 
blending alcohol with gasoline, andj alcohol in the motor-fuel blend on 
using engines of higher compression, |the vapor pressure is an increase of 
is not sufficient to compensate for about 1 to 11; pound in vapor pres- 
the increase in fuel consumption sure upon including about 10 per 
— by the lower-heating value of | cent. of alcohol. Since this increase 
aiconol. ¥ in vapor pressure is not accom- 

The same conclusion is reached | panied by a proportionate increase 
by comparing the data on pure /in ease of starting, the blending of 
alcohol. Ricardo found that the! aicohol will increase the difficulty 


minimum consumption at €| due t is 
j highest useful compression ratio of ee a ee ee 


each fuel was 0.533 pints per horse- 


(Continued on Page 7) 


URRENT PRICES OF PASSENGER CAR MODELS 







































































AUBURN—8-cyl. 127 W. B. CHRYSLER—8-cyl. 146 W. B. Fase Ie W. B. NASH—8-cyl. 133-142 W. B. PLYMOUTH—6-cyl. 107 W. B 
Standard Models Custom Imperial 7 Ambassador Twin Ignition Models ee Standard Series 
ND 5 n 60.00% 745|5 Cabriolet ..... 908 5 Cl. Cpl. Sedan .2,895|2-4 Son. Roed ..3,295 5Sedan ........ 1935|Oxford Sedan ..1995 2-4 Coupe (R.S.) 1545/5 4-dr. 4-window 2 Stan. Coupe... .495!2-4 Spt. Cp. (RS) .525 
5 Bioughem ..... 795,56 Phaeton ..... PT BOGOR o.cc0cc0m 2,995|5 Phaeton ...... 3,395 Club Sedan 1985/7 Sedan ........2135 5 4-dr. 6-window | Brougham .1820 5 2-dr. Sedan ...505/5 Sedan ....... . 545 
SGedan ......... 845'7Sed. (136 W. B.). 945 71 Sed. vee 3,295! FRANKLIN—12-cyl. 144 W. B. 9 7 “pooens + SBtES << Conv ane (2-4 Con, Coupe... .565 
. ~4 Conv, Road.. De, arse des 75 , J a y 
ae Ye — CONTINENTAL—4-ey!, 10115 W. Be scegen |... .288s|7 Sedan... 2985 5 Victoria ...... 1785/7 4-dr, Sedan ... 1955 een = 
BEE cccensees 895'5 Phaeton ..1€95 Beacon Models 5 Club Brough. ..2885'7 Limousine .3185 5 4-dr. 6-window 7 4-dr. Limou....2055 9 Coupe 495/5-4 dr Sedan 575 
5 Brougham 945\Speedster ....... 1095 2 Roadster ...... 355)2-dr. Sedan .. 380 SEG. cntsnces 1855 $ -dr. Sedan |. 89813-4 Cony. O -- 
5Sedan .........995) Sed. (136 W.B.).1095 Coupe .......... 380/4-dr, Sedan . 395 GRAHAM—6-cy. 113 W. B. OLDSMOBILE—6-cyl. 115 W. B 3.3°<5. Gotan _.. 528186 Cunv. Coupe. 
5 Cabriolet ..... 1045; CONTINENTAL—6-cyl. 107 W. B. weet y Business Coupe...745|5 Sedan ......... 825 os 
25 Fi Models 2 Coupe .......4. |5 Sedan -...++:795 5 Coupe 745|Conv. Coupe 25 PONTIAC—8-cyl. 115 W. B. 
AUBURN—#-cyl. 127 W. B. ee 4 Coupe (R.S.) . "79514 Conv. Coupe ...£35 Touring Coupe. ..775'Touring Sedan....a55 2 Roadster ......585'2-dr. Tour. Sedan. 675 
Salon Models Roadster ....... 450/2-dr. Sedan . . 510 GRAHAM—8-cyl. 119 W. R. Sport Coupe P 780! 8 “" §2-dr. Sedan ....635'2-4 Con. Coupe.. .695 
5 Brougham -1195)5 Phaeton .......1345 Coupe .......... 490\4-dr. Sedan ......535 : . , Pe ween 2 Stan. Coupe....645/4-dr. Sedan 695 
5 Sed " 1245/Speedster Standard Models OLSMOBILE—8-cyl. 119 W. B. Cc 7 
5c briol ae "129 P CONTINENTAL—6ycyl. 114 W. B. 2Coupe .......,.845|5 Sedan ..........895 Business Coupe. .845/5 Sedan 925 4 Coupe (R.S.)...670 
es ae owe Ace Models 4 Coupe ‘R.8.) ..895/4Con. Coupe ....935 5 Coupe ......... 845/Conv. Coupe |... .925 REO—6-cyl. 11735 W. B. 
ames --F ~ —— Coupe (R.S.).....725/De Luxe Sedan... .815 GRAHAM—8-cyl. 123 W. B. Tovring Coupe...875,Touring Sedan... .955 gi,n oan anit. ao 
' : Stand. Sedan ....745] Custom Models i. OS ees, - 2 [Elite Sedan 1090 
2 Coupe 1145|5 Sedan 1245 Stan. Coupe 995\Elite Coupe 1090 
5 Brougham ....1195| DE SOTO—6-cyl. 114% W. B. 2 Coupe Re 1045/5 Sedan . 1095 te gTACKARD—8-cy1. 12716 W. B. St. Gon. Coupe. .i045 Elite Gon’ Coupe 1140 
AUBURN —29-e78. 133 W. B. Standard Models : oupe (R.S.).. | ¢ Sous teeneee aoe ae. = REO—8-cyl, 131 W. B. 
Custom Dual Ratio Models 2 Business Coupe. oneia- -4 Coupe (R.8.). .735 HUDSON—6-cl. 113 W. B. ; es I ; Royale Models 
2 Coupe ..... Saale — seeeee — 5 Brougham ..... 695'5 4-dr. Sedan.....765 Super-Six Models om PACKARD—6-c71. 136 W. B. Stan. Sedan ....1745/Elite Sedan 1845 
5 Brougham ..1345/5 Phaeton ....... DE SOTO—6-cyl. 114% W. B. 2 Bus. Coupe ....698/5 Phaeton ... 765 OUupe .....4..2J38 oupe . 9 Ston. Victoria...1745'Elite Victoria... .1845 
5 Sedan coreecs -1396/Speedster . 1495 Custom Models 5 Geaeb ap ****eegis Sedan ........ 965 yi Seer op. Stan. Coupe ....1745/Elite Coupe .....1845 
AUBURN — 18-07). OS W. B. 5 Spl. oa 125)2- 4 Con. Coupe 2-4 Coupe (R.S.).735/2-4 Con, Coupe... .845 Club Sedan . - .2390/Con Victoria... ROCKNE—6-cyl. 110 W. B. 
bSencieen’ tae eon 4945 2-4. Cust. Coupe R.S.} B45 HUDSON—8-eyl. 119 W. B. {Touring ...... 2399|Con. Sedan .....2 — a a on 
5 Bea g * masiSpeedster 1845 . (RS.) «.-- eee 5-Con. Seden 975 Standard Eight Models PACKARD—-cvl. 135 W. B oan “ Oupe ...... ; 
= ‘tae COUNEE Kcinscess 5Corch .........975|5Sedan ...... 1045 hr _ sonpe - 585.4 Conv. Roadster. .675 
5 Cabriolet ..... 1795) 2-4 Coupe 995|2-4 Con. Goupe.. 1145 Super Eight Model ere 615'5 Cony. Sedan. ..695 
AUSTIN—4-eyl. 75 W. B DODGE—<- ‘Cal. 115 W. B. ae . : pee CONG. do ccccccess ee lecsi Wee ROCKNE—6-cyl. 116 
Roadster ... 305 P. Models HUDSON—8-cyl. 132 W. B. FACKARD—8-cyl, 142 W. B ; ~~. & 
Business Coupe...275/Roadster ......... Pt Major Eight Models : = yl. - B. De Luxe Models 
Spl. eenees Coupe .........--315 2 Bus. Coupe . |5 Salon Brougham 8 4-dr. Tourin 15 Club Sedan 1350 Super Eight Model 5 Coach 630'4 Coupe .. . 665 
Coupe .........295/8ub. Coupe ....... 375 wire wheels, we gs ie Whe — Sedan ‘, 12507 Sedan 1350 Se asain n Sanets eee. pene — Coupe es . .630!4 Cony, Roadster. .720 
. SMS don sancan pok e eels, aa 0! — oupe Roadster. 287 Pp aeton...3150 5 Sedan 660/5 Cony. Sedan .. .740 
BUICK—8-eyl. 119 W. B 5 Z-dr. Sedan (5 | R. M.).......-.. 685 5 Brougham +1350 5 Phaeton ...... 2890/7 Limousine .....: 3280 am - 
33-50 Series 100s Wire Wheels, Le ee: Coupe NUPMOBILE—6-cy1. 121 W. B. Club Sedan .....2975'Conv. Victoria. . .3440 enenene ow. ii W. B. 
2Coupe ..... +++ -995/5 Coupe .,:.. , R. Ee 630; (5 Wood Wheels, (tiie | 5: 22. .: 995! Victoria eae 5 Coupe ........ 2980/Conyv. Sedan.....3590 
Special Coupe. a Coupe ..... 1118 5 oar Sedan (5 [Re Mad... ss00. 695 2-4 Coupe (R.8.).#95/Cabriolet 5Tourer ....... 2980) + Coupe +++ -840/5 Con. Sedan ...1016 
Sedan .......... 1045 Wood Wheels, 2-4 Cony. Coupe as PACKARD—12-cyl, 142 W. B. 4 Coupe --890/5 Regal St. Regis 
BUICK—8- eyl, 127 W. B. Me ccaeess 635) (5 Wire Wheels, oni pg RUPMOBILE Sey), 128 Ww. B. Se  prpcopn! Winit@em ...... reso 4 Roadster akan 915 : Brow ham woes 01820 
be ies id ‘8. yeep ipa ere: a 5| Oe ee aaah | ; | § ey egal Con. 
Special Coupe. ae pooupe. ---- 1.388 ats (Wood Wheels, [5-4 ar. Sedan" 8 Sedan 1195| Cabriolet 2... 100 Boo Ine tuiss Sse Ges te St. Regis ors!s Rosdster ;.....1020 
Sedan ........ 1,310/Con. Phaeton . R. M.) ...seees 640} «(5 Wood Wheels, HUPMOBILE—8-cyl. 126 W. B. SN seaseeses 3860'Conv. Sedan ....4650 once ete eees aeeee. ». 
5 Coupe seeeeees 1,310] 5 Salon Brougham 1 FP. W.) ....-- 700 5Sedan ........ 1445) Victoria 1510 Club Sedan "3880) ow 2 Regyl Coupe. ..945/5 Regal Con. 
BUICK—8-cyl. 130 W. B. 5 Wood Wheels, |2-4 Conv. Coupe (6 Coupe .......... 1445|/Cabriolet ...... 1545 “ PACKARD—12-eyl. 147 W. B. 4 Regal Coupe...995| Sedan ... 1120 
53-80 Series RR. M.) occcsees 660; Chrome Steel 7 Sed 4085/7 Li i 4285 STUDEBAKER—8-cyi, 117 W. B. 
Sport Coupe ...1,495|Con. Coupe 1,575 5 Salon Brougham | Spoke Wheels, LA SALLE V-8—8-eyl. 130 W. B. Wee 6448289 neon ° ne Commander 8-73 
tions a oOo 540/Con. Phaeton . 1,845 (5 Wire Wheels, = ae a 3 20 Series 345-C. Body by Fisher PACKARD— 12-cyl. 147 W. B. : Coupe ...+1000/5 Regal St. Regis 
MEE enuesees ,570 i WP kicnccss 660\2-4 Conv. Coupe (6 5Sedan ........ 2245|2 Conv. Coupe . .2395 Custom Models 4 Coupe ........1050, Brougham .....1180 
1. 138 W. B 2-4 Coupe (R. 5.) Wood Wheels, BONER: ss ccacvs 2245/5 Town Coupe ..2395 Spt. Phaeton |Con. Sedan enn 5 St. Regis 15 Regal Seden.. 1180 
BUICK—S-eyl. ; > (5 Chrome Steel | 2 F. W.)........ 7125 (Dietrich) ....5875| (Dietrich) ....6570 > Bt alt aoe toe 
43-90 Series ke Wheel \2-4 Conv. Coupe (6 LA SALLE V-8—8-cyl. 156 W. B. Sta. Coupe | Formal Sedan Brougham ....1075'5 Con. Sedan.....1195 
§ ou ..+1,785|7 Sedan ..... ..1,955 Spoke eo, aes P Body by Fisher Dietr aoop * Sedan ........ 1075|4 Regal Con. 
pe 2'055 . R._M.) ........ 665, Wire Wheels, (Dietrich) ....6000) (Dietrich) ....70004 G& Roadster. 1095 . 
5Sedan ..... 1,805|7 Limousine... .2,05 2-4 Coupe (R.8.) Ss ee 725 5 Town Sedan ..2495/7Imperial ...... 2645 Con. Victoria |A. W. Cabriolet ane) Geome tine Roadster ..... 1200 
5 Cl. Cpl. Sedain.1/620 (6 Wood Wheels, -|5 4-dr. Sedan (6 7Sedan ........ 2495) (Dietrich) ....6070) (Le Baron) ...7000 PeSe; Coupe... i188 4 Regal Con. ae 
CADILLAC V-8—8-cyl. 134 W. B. OW, WY oxeass 670} Chrome Steel LINCOLN—12-cyl. 136 W. B. Con. Runabout |A. W. Town Car _ nega! Coupe... edan ... 
Series 355-C. Body by Fisher 2-4 Coupe (R.8.) Spoke Wheels, a eneen (Dietrich) ....6085) (Le Baron) 7000 STUDEBAKER—8-cyl, 125 W. B. 
9 Goupe akan oof ap Seer. Coupe...2,°45 ‘6 Wire Waem, i. a=W y sees: 741 4 Phaeton ; 3200 PIERCE-ARROW—8-cyl. 136 W. B. ai ee ae 
1400 W. 8 2 FP. W.) ...... . ~ 4 — Town Sedan 2200 ate Standard Models oan Gouge eoeecece 3 5) 2 ate Con. 
CADILLAC - 8—8-cyl. - B. rougham 2 Coupe ... ; '*3390 2Club Brougham  {SSedan ..... 2575 . Regis - oadsier ......1496 
Body by Fisher Chrome Steel 5 Victoria 3200'7 Limousine 3350 (Trunk on rear) 2385/5 Club Sedan 2695 BErougham ....1585/5 State Sedan....1490 
5Sedan .......2,895|7 Sedan ....... 3,045 Spoke Wheels, caiaan ‘'’*’ I 2 w—s- 4 Con. Roadster.1385|5 Con. Sedan. ...1545 
5 Phaeton ..... 2'895|7 Imperial... .3,195 | OW Wb... 08S Beet tnnase tas ee a, UB 5 den... 1385!3 State Con. 
5 Coupe ....... 2,895/5 A.W. Phaeton .3,395 DODGE—8-cy!. 322 W. B. Tonneau Cowl Club Brougham [5 Seden ...... 2740 $ aoe Loupe. --1430) Sedan . 1650 
5 Town a: sae — D. O. Models and ind- (Trunk on rear) 2550/5 Club Sedan 2860 a 14901 
CA 8—8-cyl. ' 2-4 Coupe (R. 8.) [5 4-Dr. Sedan ‘¢ shield) ....... 3200 PIERCE-ARROW—8-cyl. 139 W. B. : vans : 
Body Hysis Town Cab. ...3,995 (@ Wood Wheels, | Wood Whe-Is, LINCOLN—I2-cyl. 145 W. B. Standard Models STUBEBARED—C-oy!. 105 W. -B. 
SSoden’-s...+.. esl Town Gab, | 14348 . 3.7. We)... 3150) FP. W.) ...... 2 eeeiitere 4200!2 Coupe TOME sie 2850/7 En. Dr.,Lim, ..2975 resident 8-88 
7 Limousine. ..3,645/7 Lim. Brough...4,145 © Coupe (6 Wood = {6 ‘Dr. Bedsin V6 7 Touring 14300) (Judkins) 5000 PIERCE-ARROW—S-crl. 139 W. B. $ Gomes... ++ 1625/5 State Sedan . 1190 
CADILLAY? V-12—12-cyl. 134 W. B. OG casckorss: 118¢| Spoke Wheels, § Coupe ........ 4300) Berline (Jud- 7 Bed ee ag 3 Broughata . ..1985/5 Con. Seden ...1855 
Body »b visber | yv.) 12290 # Town Sedan | kins) (2 end 3  cscancas 3015) n. Dr. Lim. . 140, C Road a : 
Series t70-C. jody by wee | fl tk ee Meee (2 window) .. 4400! window) 5500 PIERCE-ARROW—12-cyl. 136 W. B on. Roadster.1685/7 Limousine .....1935 
2Coupe ..... +2 3.395) Coupe. ..3,54 ESSEX—6-cyl. 106 W. B 4Town Sedan 17 Limousine 1286 Standard Models - Be © BN sc ccade-s 1685'7 State Sedan ..1940 
2 Roadster ..... - s ° jan Model« (3 window) ...4400! (Willoughby) ..5700 i ae 4 State Coupe...17305 State Con. 
L 140 W. B. Terraplane Standard Club Brougham 5Sedan . 2975 5 State St. Regis | Sedan 1960 
CADILLAC V-12—12 71. "2 Roadster ..... 425\4 Coupe (R. 8.). 525 * cneen, (with on. 5709 ‘T7UNK on rear) 2785/5 Club Sedan ....3095” Brougham... #17907 State " 
5 Sedan .. a 595|7 BOGOR .cccose 3,745 2 Coupe oeeun ° ses’ Sedan , 555 and Wind- 7 Sed. Limousine’ mee gore a4 w. B. 4 State Con. __| Limousine . 2040 
5 Phaeton .3,595/7 Impex fal ....0d 3,8955 Coach .......+ 6 shield) ....... 4400' (Judkins) ..... 00 + Seq °. sanelte - e - a Roadster ..1790 
5 Coupe ....... 3,595/5 A.W. Phaeton 4,095 ESSEX—6-cyl. 106 W. B. 5 Sedan "4500/5 Con, Sedan TMOGOM .ncscces {7 En. Dr. Lim. ..3: STUTZ—6-cyl, 2314 W. B. 
5 Town Sedan. .3,695| Terraplane Special Models 2Con. Roadster I. (Dietrich) 6100 eet yy rng yet WwW. B. LAA Models 
ADILLAC V-12—12-cyl. 140 W. B. «Roadster ...... 525/5 Sedan ae ..595 JR. &.) (Le 5 Cab. (Brunn) aes Custom Modes 5 Coupe ..1995/5 Club Sedan... .1995 
Body by Fleetwood S Conch ns. 645/4Con. Coupe -...595 7 sedan el See ee Se. on ee i he sseeCaketetes Coupe. 2908 
5 Sedan ........ 3,995|5 Town Ged... pian * os 4Coupe (R.8.)...570 7 Limousine ....4800)7 Brougham __ SONGGR 650555 3785 (ton. windse’n)4150~ COUPE --.---.- i006! 
7Gedan ........ 4,145) Town aes ees ESSEX—8-cyl. 113 W. B. 2 Coupe i’ "fmeann) ...... 6900 2-4 Coupe (R.S.).3785.5 Club Berline STUTZ—8-cyl. 134%) W. B 
ee Ferraptoss is ber ae ggg RI .... Ue eran Ooter ih &) 3900'S Con. Sedan 5 Coupe tee ' Saree Dawe 2880 
x jo 40 W. B. 2 Roadster ...... 5} oupe (R.5.) bE (Willoughby) ..7000 ster (R. 8.)... on. Sedan I sees . d 
CADRES * —< - 140 We SCOUBO o..ccccce 615|5 Sedan .... . 675 ‘ a . ; 5 Club Sedan | (trunk on rear)4250 5 Sedan -+-2780'/Cabriolet Coupe . 2880 
5 wan » 6, 250\Town Cabriolet SCoach ...... 615'4 Con. Coupe 695 MARMON—16-cyl, 145 W. B. (trunk on rear)3950! 2 Coupe .. - -2780/Torpedo Sp'dster.<980 
7 Sedan |.......6.400| (Opera Seats) .6,850 FORD—4-cyl. 112 W. B. } Sedan ......... 4825|2Con. Coupe.....4975  PAERCE-ARROW—I?-eyl. 142 Ww. BOY Sedan '... 2880 
7 Limousine ....6,600/Town Cabriolet. .6,850 Model 46 2 Coupe ........ 4825/7 Sedan ...... 4975 1242 Custom Models STUTZ—8-cyl. 145 W. B. 
ov" \7 Lim. Brough. . .6,850 2 Roadster 425|2 DeL Goupe, 5 5 Cl. Cpl. Sedan.4925|5 Con. Sedan... .-5075 7 seqan 2985/7 Tourer 4250 SV-16 Challenger Series 
"RO T~6 1 107 w B / 2 Coupe 3 win... .440 windews e : .490 5 Coupe . 4925/7 Limousine -5175 7 En. br. 7 Lim : "$250 aS 7 Sedan -++++.3245;Cabriolet Coupe. .2445 
a st. 2 Coupe 5 win....440|5 DeL Phaeton ...495 NASH—6-cyl. 116 W. B PIERCE-ARROW—I2-cyl. 142 W. B, 7 Limousine ....3445/5 Cony. Sedan. . 3495 
2 Business Coupe.445|2-4 Coupe (R.S.)..475 5 Phaeton ....... 445/5 DeL, Tudor Big Six Models 1247 Custom Models . STUTZ—8-cyl. 134%% W. B. 
5 Two-dr. sedan. .496\ 2-4 Road. (n.6.) <3), Gocen aeeeees + fe 5 i. ¢-windew sit ae. window -148 sgedan ........ 4295|5 Club Berline DV-32 Challenger Series 
-cyl. 110 W. B. 5 Tudor Sedan .. ‘ordor an. sreeeeee B05) 5 Club Sedan (trunk on rear)4600 5 Coupe ........ 3195/5 Club Sedan .,.3580 
CREVROLES=-6-07 Me ¢ 2-4 DeL Roadster . 400 a4 Del. Coupe (RS) 2Coupe ....se06: 725| Sedan .....+++5 (trunk on rear) 4400 5 Sedan Keeaaaes 3480/Cabriolet Coupe ..3680 
as 2-4 Coupe ( ) windows ..... NASH—8-cyl. 116 W. B. . . 2Coupe ........ ‘orpedo Sp'dster .3680 
Sport Roadster. + +485 mpert Coupe seeees oe 3 windows ....465|2-4DeL Coupe pe Standara Eight ‘Models PIERCE-ABROW—I8-o7l. 147 Ww.B 3 Speedster eenee 3580) 
Goseh dena nds 518 Cabriolet ee aaad 565 a6 SS ™ 465/2 ie $38 2 Geage 4-window = i=. 6-window 5 7 Sedan 4535|Town Brougham STUTZ—S-cyl. 145 W. B. 
aaanene * easi eens 50s eese 4-dr. 4-window jedan .......6. ‘i * | = DV-32 Challenger Series 
Phaeton ......-.- 515} ee 2 DeL, Coupe, a good aston gee eeee BOD: crates 830]2-4 Coupe (.6.)..845 CER Be. Sams SEOUL SNE eee THOEER  cacceees 3945|7 Limousine ..... 4145 
3 la E eovcce 2. ° ’ . } ‘ 
an Sere neon IT w. 848 ee... .. B60 4Conv. Road...900 (Le Baron) ...5200/Town Brougham Cabriolet Coupe.4145/5 Conv. Sedan ,.4195 
3 ieenahen up ‘19514 Con. Coupe ..... 885 FORD—V-8. 112 W. B —- elias tone B. Coupe (metal back) || fierse ve win- one WILLYS—4-cyl. 156 0. A.* 
ga 4k ‘s eae i a e s (Le Baron) ows) (Brunn) | 
4 Coupe (R.S.)...835|5 Con. Sedan ...1,055 a Motel 62 i is a Steins... 0, 965/2-4 Coupe (R.S.)..1015 Game ee Cee ee 7 2 Gouge ccecee soot 6 Seton anaes 0 0A@® 
CRBTSLRD—6-e7).__ 100 W. B. posdnes sipe & Tudor sooeteg &ar. (uinéow pm $ Con rane. +1055 opnek) he ayneeee Seneey rear 4 Custom Coupe. .445/4 Con. Roadster. ..475 
Oyal Elg 7 : jedan uarter 7 - . 
2 Business Coupe.945\4 Con. Coupe....1,035 Phaeton ..... «Sesirorder ‘° HH 5 4-dr. 6-window ae 1095 - 7 oo 700 = oe: 7 WILLYS—6-cyl. 174 0. A.* 
2-4Coupe (R.S.).985|5 Con. Sedan....1,195 noone Sedan... 510! lWietprie aes PAGO cccccean 1015] Con. Sedan (Le iTown Cabriolet 2Stan. Coupe..,.595|Custom Sedan ,..675 
5Sedan ......+.-. 995} De L. Coupe 640|De L, Fordor 610 NASH—8-cyl. 128 W. Baron) ....... 5700, (collapsible Custom Coupe ,.675) 
CHRYSLER—8-cyl. 126 W. B. pon wean Advanced Twin Ignition Eight “Models Con, Sedan with rear quarter) ~ - 
Imperial Eight Models FRANKLIN—6-cyl.. 118 W. B. 2 Coupe ....... .1255|2-4 Cony. Road..1395 partition (Le (Brunn) ...... 7200 .*O. A.—Overall length of chassis instead 
2-4 Coupe (R.8. 1, 355/2-4 Con. Coupe, .1,425 Olympic Sotto Series 18 ° 2-4 Coupe (R.8.).1275|5 Vpagerte, coece 1395 x aren Fe cones cee Se. mvougnem, of wheel base. 
ee eeoseree ony. Cou ee 5 4-dr. 6-win 4-dr onv. n. Dr. Limousine (limousine fron 
ieee cepeste? ar see Sener’ [o— 112.1385 Be oe Deka ee ssse)” Godan” ....1818 (Le Boron) ...6200| (Brunn) ...... 7200 (Recent price changes in bold face) 








HAY URGES DEALERS 
NOT TO NEGLECT 


BY-PRODUCT PROFIT 


(Continued from Page 1) 


POMEROY TO SPEAK 
AT S. A. E. MEETING 





New York, May 24—Announce- 
ment was made today by John A. C. 
Warner, general manager of the 


Society of Automotive Engineers, 
that Laurence Henry Pomeroy, 


AUTOMOTIVE: DAILY NEWS, THURSDAY, MAY 25, 1933 





managing director of the Daimler 
Company, Ltd., of Coventry, Eng 
land, has accepted the invitation to 
discuss “What Is the Matter With 
American Cars?” at the forthcom- 
ing S. A. E. International Automo- 
tive Engineering Congress, Palmer 
House, Chicago, August 28 to Sep- 
tember 4, inclusive, during the Cen- 








STEEL MILLS REOPEN 
New Philadelphia, May 24.—All of 
the Reeves Manufacturing Com- 
pany’s eight sheet mills will oper- 
ate this week, officials of the com- 
pany have announced. For the last 


six weeks six of the mills operated 
and prior to that five mills were 
active each week. 


tury of Progress Exposition. Mr. 
Pomeroy is one of several interna- 
tionally known foreign engineers 
who are expected to contribute to 
this automotive symposium, which, 
Mr. Warner says, will be the most 


comprehensive automotive engineer- 
ing event ever attempted in this 


country. 










ly intrenched outlets dealing almost 
exclusively in such merchandise and 


service. 

“There is no denying that auto- 
mobile dealers should go after this 
by-products business and recapture 
as much of it as possible. But in so 
doing they should handle their new 
car sales and used car trades prop- 
erly, which means at a profit. A 
rightly conducted business would 
handle the by-products as a sepa- 
rate department which is capable of 
standing the cost of its portion of 
available floor space and overhead 
and at the same time return a rea- 
sonable profit on the investment.” 


MOTOR INDUSTRY 
TO DOMINATE FAIR 


(Continued from Page 1) 
made of glass, through which va- 
rious models of cars will be visible. 
This glass structure is nine stories 





car on each floor. 
Staidard Oil and Sinclair will rep- 


resent the gasoline and oil industry, | Minn. 


revealing the secrets of manufac- 
turing their products. 

During the past week important 
factory officials from all of the ex- 
hibiting companies have visited 
Chicago for final inspections and 
check-ups, and more of them will 
be here this week for further pre- 
views and the grand opening. 


LOW PRICE CARS 
LEAD IN CANADA’ 


(Continued from Page 1) . 


? in eastern Canada in the first four 
months of this year, General Motors 
having 48 per cent. of the total, 
Chrysler 22 per cent. and Ford 17} 
per cent. In the same period of 1931 
and 1932 these manufacturers ac-j 
counted for 80 and 41.8 per cent. | 

respectively. 

Compared with a year age, Gen- | 
eral Motors has almost maintained 
its position, which was 52 per cent. 
in that year, while Chrysler and | 
Ford have improved from 17 to 12.8 | 
per cent. respectively, unit sales in | 
the case of these latter two being | 
actually higher. | 


Dealer Activties 


—-- J 


| 





(Continued from Page 3) 


Ryland was re-elected president, and , 
H. D. Eirman named vice-president | 
and general manager. The newly 
elected board of directors consists 
of G. B. Ryland, Nathanie! Holmes, 
Al Hattenbach, L. R. Scott and J.N, | 
Succop. 


| 
' 
| 


Wilson & Whiie have been ap-' 
pointed downtown Pittsburgh Ford | 
dealers and will occupy the quarters 
formerly housing the Moodey Motor | 
Company at 519 Water Street. J.C.) 
Wilson and F. A. White comprise the | 
new firm. White formerly was used 
car manager for the Moodey com- 
pany. 


| 
* * . 

Several changes have been an- 
nounced in the B.-O.-P. Sales Com- ' 
pany staff in the Pittsburgh zone 
by W. T. Minor, zone manager. A. | 
R. Shedd has been made assistant | 
manager; D. B. Whitfield, formerly | 
city sales manager, has been made/| 
office manager; J. T. Bower, former | 
district representative, becomes sales 
manager, and J. G. Davies, formerly | 
manager of the Pontiac retail store, | 
has been transferred to the zone 
operation, 

a * 

Two changes in dealerships have | 
been made in the Dormont district. | 
Chrysler and Plymouth cars will be | 
handled exclusively in the future by | 
the Dormont Motors Company, 2875 
West Liberty Avenue, which also had 
Hudson-Essex. The latter dealer- 
ship has heen given to the Jones- 
Lynne Motor Company, 2837 West 
Ltberty Avenue, dealer for Graham | 
cars in Dormont, ' 














high, with just enough room for a! Mass. 6904 | Chev 2201 Ford 


Cal 





Ten Passenger Car Sales Leaders for April-March, 1933 


Returns for today: Alabama, Arizona, Arkansas, California, Connecticut, Georgia, Idaho, Indiana, Louisiana, Massachusetts, Nevada, New 
: Jersey, New Mexico, New York, Ohio, Oregon, Pennsylvania, Rhode Island and Washington 
In this table, 37 states and the District of Columbia 
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eae | FIRST SECOND | THIRD FOURTH | FIFTH ! SEXTH | Sever | EIGHTH | NINTH TENTH 
Alabama 969/Chev = 462/ Ford _179| Ply 107; Pontiac 47|/Buick  31;Dodge  30|Chrysler 18| Olds 14] Austin 13 | Essex 12 
Arizona 135|Ford 41. | Chev 39 | Ply 11| Pontiac 10/| Buick 7 | Dodge 6 | Essex 5|Ch-O 4|N-R 2|* 1 
Arkansas 594|Chev —310|/Ford —_—173| Ply 45| Dodge  28| Pontiac 14) ED 5|De Soto. 4|Ch-Pa 2|* 1| 

Cal. 7617 |Chev = 2110| Ford ~—1929| Ply —-1010| Dodge 385| Buick 311| Pontiac 272| Rockne 188| Willys 158 | Olds 156| De Soto 152 
Comn, _2241|Chev —624/ Ford —386| Ply 313 | Pontiac 213|/Dodge 133| Buick  114|Essex 68 | Olds 67| Chrysler 50|Rockne 38 
Delaware 382/Chev _—148 | Ford 83|P-Po  37| Essex. 20| Buick 16] Olds 13| De Soto 5|Nash 4 \Ca-Ch-Ros 3] Willys 2 
Hlinois $132|Chev 2310| Ford _1727|Ply —-1064| Pontiac 603| Buick 358| Dodge 355| Olds 343| De Soto 180|Chrysler 170|Essex 143 
Florida 1165|Ford = 357|Chev —_—343| Ply 111| Austin 104|Pontiac. 56|Dodge 43|Buick 33 | Essex 21| Willys 17|Chrysler 16 
Georgia 2158/Chevy _993| Ford —_-362/| Ply -319| Pontiac 113| Buick ~ 73|Dodge 64 | Essex 35| Austin 27|Ch-S 25 | Olds 22 
Idaho = 285, Chev __117 | Ford 57 | Ply 51, Dodge  13/Pontiac 11 | Buick 6|Ch-G 5|D-R-w  4|Auburn. 3|Olds 2 
Indiana 2111|Chev _680|Ford  474|Ply ——«*322| Pontiac 88|Dodge 85| Buick 59|De Soto 57|Olds | 52\Essex 40|Ch-R 37 
Kansas | 521|Chev_ —210| Ford —_—127/| Ply 57|Pontiac 30|Dodge 16|Essex 14|Buick  11|O0-R 8|DS-Hu  6|S-W 5 
Louisiana 939|Chev 383 Ford —_—305| Ply 85|Dodge  31|Pontiac 22|Buick 18| Nash 17|Olds 14|Rockne 11|Chrysler 9 
Maryl’d 1549|Chev __562|Ford —_-289/Ply __—*198| Pontiac 112|/Dodge _59| Chrysler 53|Buick 49|Olds _43|Essex  29/DS-R_— 21 
Mass, 6804 Chev  2201/ Pord ‘1479! Ply 743| Pontiac 558) Buick 276|Dodge 269|Essex 243 | Olds 194|Nash  129|Chrysler 113 
Mich. 4365 Ford 1516 |Chev _1044/| Ply 413| Pontiac 316/Dodge 303 | Olds 139| Essex. 131| Buick 99|Chrysler 71|Rockne 50 
Minn. _2184/Chev _864|/ Ford 470 | Ply 255| Pontiac 108|Dodge 79| Buick 63) Olds 49|Rockne 33 | Essex 32 | Stude 29 
Montana 795|Chev _293|Ford _179/Ply _—=«80| Pontiac 63| Dodge 36|Buick 25) Chrysler 22|Essex  21|Olds.(13|De Soto 12 
Nevada _ 40! Chev 18 | Ford 7|Pontiac 5| Ply 4|/Buick 2)" © 1) — ee ee 
N. Hamp. 684/Chev 214 Ford =~—-159| Ply -=—S—82| Pontiac 45|Essex 30| Dodge 29|Buick  27| Rockne 18) Olds 16| Chrysler 12 
N.J. _15166|Chev _5165|Ford —2237/Ply _—_—:1681| Pontiac 1586| Buick 853|Dodge 611|Olds _533| Chrysler 376|Essex  _275| Rockne 234 
N. Mexico 330;Chev —115|Ford  —-97|Ply ——«48/B-Po + 17|D-O  12|Ch-R-S 3|* 1] ee re 
N. York 18728; Chev _5677| Ford _3504/Ply _—-2168| Pontiac 1498| Dodge 1044| Buick 1042|Olds 691, Chrysler 462 Essex 432|Stude 282 
N.C. 1601\Chev —_666|Ford —370|Ply —=218/ Pontiac 91 | Essex 46|Dodge 44|/B-Ch  29|Austin 26 | Olds 21| Rockne 13 
N. Dakota 377,Chev _168/Ford _—83|Ply = 44 Pontiac 34 | Dodge 9/Olds * 8|Rockne  7|E-S 5 | Buick 4| Willys 3 
Ohio —_7701|Chev 2385 | Ford _1642 | Ply 1291 | Dodge 488| Pontiac 444| Buick 200|Olds _186| Chrysler 142| Essex 141|De Soto 136 
Oregon 743 Chev _233| Ford 196 | Ply 115|Dodge  47| Pontiac 26 | Buick 20 | Ch-E 15|De Soto 14| Nash 12|G-S 9 
Penn. 9420 Chev 3004 Ford _1783 | Ply 1327| Pontiac 659| Dodge 550|Buick  380|Olds  305| Chrysler 236| Essex 196|De Soto 118 
Rh. Isle 952|Chev  294|Ford _174| Ply 136| Pontiac 97| Buick 48|Chrysler 31|DS-E  24!Dodge  23| Olds 19 | Nash 14 
S.C. 837, Chev -390| Ford —_—198 | Ply 88|Pontiac 42|Austin 28) Dodge 21 | Essex 18| Chrysler 9 | Buick 8 | Olds 7 
S. Dakota 171 Chev 70 Ford _38| Ply 26|Pontiac 11|Rockne _6| B-D 3/Ch-G_2|* Meal 

Utah —s- 380, Chev —:116/ Ply _82| Ford 72|Pontiac 20|Dodge  16|Essex 14|B-O 1i1|De Soto. 6\|Ch-G-N 5|S-W 4 
Vermont 348/Chev —_—85|Ford —73|Ply _—=«iS3| Pontiac 36, Buick 19|Dodge 17|Ch-E _11|Olds | 9|De Soto 6|Hudson 5 
Virginia 1298|Chev _480' Ford = 297 Ply _—s'170| Pontiac 83|Dodge 66|Buick | 33|Chrysler 31|Essex  28|Olds §_26|Rockne 18 
Wash. 1481, Chev 409 Ford —_—373| Ply 243|Dodge 100|Pontiac 73|Olds | 55|Buick 47|Rockne 37|Stude 23|Ch-w 21 
W. Va. 1084'Chev 361 Ford —-264|Ply —=—-153| Dodge 85 | Pontiac 47! Chrysler 28 | Essex 25 | B-O 21|De Soto 12| Nash 10 
Wis. _-2834|Chev —-869/Ford _—576/Ply _—«:348' Pontiac 236|Dodge 163|Olds 103|Buick  89|Essex 74|Ch-N 55|Rockne 54 
| D. of C, 1240'Chev 406| Ford 301/ Pontiac 99/Ply __—*92| Buick‘ 47/ Dodge 45/Olds —-34|Stude —-30|Ch-E__—-28|De Soto 18 

| | } } | i 

MARCH, °33 FIRST SECOND THIRD | FOURTH FIFTH | SIXTH | SEVENTH | EIGHTH NINTH | TENTH 
States Sales | | | | | 

Alabama _453 | Chev_ e 273 | Ford | ___78| Ply 31|Ponitac 20; Dodge 12 | Buick 7 | Stude 5|Au-Ch-R 4/E-H-O-Pa-W 2| * 1 
Arizona 185 Chev __74 Ford 32 Pontiac 15 |Dodge 14 Buick 13/Ply ___—‘12/Olds_—_—*9| Rockne 8 | Essex 4| Willys__3 
Arkansas 495 Chev 251 Ford 123 | Ply _ 60/Dodge —_21|Pontiac 14|Buick 9|Chrysler 4|Rockne 3) Ds-Re 2|*  }°»& ?! 





5883 Chev 1708/Ford 1207 Ply  _768| Dodge 300| Pontiac 252| Buick 232|De Soto 180|Essex 139|Olds | _133|Rockne 132 




























































































Conn, 1223 Chev 344 Ply _—*185 Ford __‘171| Pontiac 110|Buick 71) Dodge 70|Olds _43| Essex 34 De Soto 28|Chrysler 26 
Delaware 265 Chev 99/ Ford _—‘61| Pontiac 25 Ply _—*«21|B-O _‘12|Chrysler 9|E-Pa_5|DS-R-W 3/LS  2\* 2 
Illinois 5053 Chev 1323/ Ford _1091|Ply 244, Pontiac 338/ Dodge 244/Olds _227' Buick 210/DS 128 Chrysler 114| Willys 85 
Florida 1315 Chev 423 Ford 316/Ply _159/ Austin 117| Pontiac 56/Dodge _51| Buick _39| Essex 29 Willys 22 Olés_——17 
Georgia 997/Chev 436 Ply __—*'150|Ford _‘114| Pontiac 57|Buick _53|Dodge _30/Olds _24|Graham 17| Austin 16 Chrysler 15 
Idaho 157/Chev 50 Ford ——#2/Ply _—=29| Dodge 10| Pontiac 8|Willys 6|/E-O 4|B-N-Re 1| | mis 
Indiana 2677 Chev 880/Ford 542|Ply _—412| Pontiac 160|/Dodge 106/Olds _89|De Soto 73|Fssex 70|Buick 62 | Rockne 51 
Kansas 635/Chev _246|Ford 135 Ply __#4| Pontiac 40 Essex _19| Willys 18|Rockne 17|/Buick 16|D-S 10|Olds —8 
Louisiana 536/Chev _219| Ford _166/Ply (47 Dodge _27|Olds _14| Buick 1i|Pontiac  8|Nash _17|\Ch-E 6|De Soto 5 
Maryl’'d 1002 Chev 382|/Ford 188 / Ply _—‘101| Pontiac 76| Dodge _38| Buick 35|Ch-O  29|Essex 23|Graham 20|DeSoto 14 
Mass. _3261/Chev 950 Ford _699|Ply __317| Ponitac 283| Buick _140| Dodge _130|Olds _124|Essex 117| Chrysler 70|Nash —_59 
Mich. _ 3284 Chev__1013/ Ford _-900/ Ply 268| Pontiac 235| Dodge 145|Olds _127|Essex 108 Buick 91|De Soto 44|Rockne 42 
Minn. 1792|Chev _—'766/Ford =  335/ Ply —: 182 Pontiac 110/B-O — '41|Dodge  47/ Willys 29) R-S 28 | Hup 27| Chrysler 26 
Montana 600|/Chev 202|Ford _114|Ponitac 76|Ply __(62|Buick 26|Dodge _24|Nash (_14| Rockne 13| Essex _11|Chrysler 10 
Nevada 71|Chev 34/B-F_10/Ply_—410-Po 2 a a ee 
N.Hamp. 313/Chev  105/Ford _—82| Ply __—=*26| Pontiac 15|Buick 14|O0-R _12|/E-S__~*9|D-N 7 De Soto 4|Chrysler 3 
N. J. _3428/Chev 1040 Ford 639 Ponitac 376/Ply _335| Buick _176|Dodge _132| Olds 130 Fssex 70| Rockne 66, De Soto 56 
|N.M.122/Chev _—‘52|Ford «22 Ply —~—~«-20|Pontiac _9|Dodge 6|Chrysler 4|Buick 3 Stude 2)*  (‘2) 
N. York 10758 | Chev _3250| Ford —_1873| Ply _1029| Pontiac 871) Buick 605|Dodge 499| Olds  435| Chrysler 266|Stude 245|Essox 218 
N. Caro, 907|Chev —383/Ford 196/Ply _117| Pontiac 51|Dodge _34| Austin _29| Essex 24 (Chrysler 18|Buick  15.DS-O 7 
N. Dakota 221 Chev 91|/Ford 41 Ply_30| Pontiac 16 Buick _7|Dodge 6|Ch-O. 5|DS-R _41E-S-W3|Nash 2 
Ohio 3911 Chevy 1272 Ply —692 | Ford _—813| Dodge 224 Ponitac 191|/Buick 119|DS-O  109|Chrysler 106 | Rockne 78 | Essex 68 
Oregon 529 Chev 159 Ford 123 Ply ‘82 Dodge 36| Pontiac 24 Buick 17|Ch-E-N 13|Olds 10/DS-G 9 Stude _—‘5 
Penna. 6969| Chev 2191| Ford 1245| Ply _—*959 Pontiac 512|/Dodge 376 Buick  283|Olds _267| Chrysler 189 Essex 147 /De Soto 106 
Rh. Isle. 546|Chev 155 Ford 100/Ply _—S=76 Pontiac 49 Buick _36| Chrysler 22|De Soto 17/Stude  13/D-E 12/Olds 11 
S. Care. 531|Chev 239 Ford 106 Ply ___55| Austin 31| Buick. 17| Pontiac 14|D-E 13|Olds  10|Chrysler 8/| Willys 6 
S. Dakota 222/Chev 90/Ford __39| Ply ____25| Pontiac _11|Rockne _9|Dodge _7|B-Ch-O 6|E-W  5|Stude 4|Graham_ 3 
ee __ SE eer awe Pay 45|Buick 16|Pontiac 12|Essex 10 Olds 9|Ch-G 8|Rockne 7|De Soto 6 
Vermont 148/Chev _50|Ford _27|Ply _22| Pontiac 12| Essex 8| Dodge 7| Buick 5|Olds -‘4(Ch-Ds-G-Pa-Ra)* 
Virginia 1343|Chev 503|Ford 315 Ply _—'150| Pontiac 97|/Dodge _60| Buick _97|Essex _34|Olds _29|Chrysler 17|Hup 14 
Wash. 878/Chev 299/ Ford 213/ Ply ___-130/Olds —-55| Dodge _54| Pontiac 41| Buick 30|Chrysler 21|Stude 10/G-R_ 14 
W.Va. 550/Chev _192/Ford 116 Ply __‘75|Dodge _38|Pontiac 27 Olds _15| Essex _14|Chrysler 12|/Buick _11|Rockne 10 
Wis. 1464/Chev 438 Ford 290/Ply ___186 Pontiac 104/Dodge _83/ Olds _50| Buick  48/ Rockne 44| Essex 40/Nash_ 32 


21|Graham 16 


~ 296/Ford 282 Ply 


- 82° Pontiac 77|Dodge 56, Buick 48) Olds 





KEY TO ABBREVIATIONS AND SYMBOLS 
A—Auburn, Au—Austin, B—Buick, C—Cadillac, Co—Continental, Ch —Chrysler, DS—De Soto, D—Dodge, E—Essex, F—Franklin, G—Graham, 
H—Hupmobile, Hu—Hudson, LS—La Salle, L—Lincoln, N—Nash, O—Olds mobile, Pa—Packard, PA—Pierce-Arrow, P—Plymouth, Po—Pontiac, 
Re—Reo, R—Rockne, S—Studebaker, WK—Willys-Knight, W—Willys. *—Cars in this position registered as shown. 
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ENGINEERING 


FACTS ABOUT 


ALCOHOL FUEL BLENDS 


(Continued 


ing starting or accelerating condi- 
tions. 

The inclusion of larger percent- 
ages of alcohol greater than is now 
contemplated (about 10 per cent.) 
would avoid this difficulty in vapor 
lock, but would introduce much 
more serious difficulties in starting, 
in engine performance and in the 
necessity for change in design of 
carburetors and manifolds. 

The direct evidence is that blend- 
ing alcohol up to about 10 per cent. 
can be handled in modern motor 
cars with slight changes in adjust- 
ment and without any noticeable 
effect due to volatility changes ex- 
cept the increased susceptibility to 
vapor lock. 

Although many claims have been 
made as to the beneficial effects of 
alcohol in decreasing crankcase di- 
lution and improving the mechani- 
cal operation of the engine, no evi- 
dneces of such characteristics in a 
10 per cent. alcohol blend are avail- 
able. It has been rather conclusive- 
ly shown that under normal condi- 
tions the dilution of the crankcase 
oil is dependent very largely upon 
the 90 per cent. point of the A. S. 
T. M. distillation of the fuel. Since 
the effect of blending 10 per cent. 
of alcohol on the 90 per cent. point 
is negligible, such alcohol blends will 
show no improvement due to crank- 
case dilution. 

The pronounced cleansing action 
of alcohol frequently leads to an- 
ether difficulty in the fuel system 
of the car, even with blends con- 
taining very small percentages of 
alcohol. One observer reports: 

“When using alcohol fuels con- 
siderable trouble was experienced 
with the choking of filters and jets. 
The alcohol seemed to have a scour- 
ing action on the pipe, picking up 
any scale and dirt and carrying 
these forward to the carburetor. 





PERTINENT 


POKES and PARRIES 


By HERBERT CHASE 


Engineering Editor 





Streamline Hoax 


When automobile history is writ- 
ten, say ten years from now, the 
great streamline hoax will be the 
outstanding event of 1933. In the | 
clear eyes of retrospect, it will be 
correctly appraised as one of a series 
of conspiracies for artificially has- 
tening obsolescene following the 
free-wheeling swindle, the low- 
down delusion, gage-mania and the 
peek-a-boo radiator craze. 

Of course the same historians will 
also record the real advances made 
during this time in the way of elastic 
suspension of component parts, in- 
dependent wheel suspension, self- 
changing. transmissions, automatic 
adjustment and regulation of the 
spark, the choke, cooling rate, oil 
viscosity, manifold heat, shock ab- 
sorber action, etc. It is even pos- 
sible that before long they may be 
able to record some first beginnings 
in real streamlining. 

As it is today, so-called stream- 
lining is a barefaced fraud. About 
five years ago when we first began 
to discuss this subject and the rear 
location of engines, as a result of 
Dr. Rumpler’s ill-conceived and ill- 
fated experiments, I made the state- 
ment that we were apparently run- 
ning our cars backward. In the last 
few months others have announced 
the same discovery; but manufac- 
turers are still trying to split the 
wind, let the air-wake eddy where 
it will. 

More than half the experiments 


* 
oe @ 
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After running for some time on «al- 
cohel this feature becomes less 
troublesome, but at best there is 
always more trouble with stoppage 
than with gasoline.” 

The use of alcchol may be ex- 
pected to Cause some difficulty due 
to the cleansing action of the al- 
cohol on the fuel tanks and lines, 
causing scale and gummy deposits 
to collect at the carburetor, and 
solution of shellac from cork floats 
in carburetors or on gasoline es 
when present. The use of metal 
floats or protective coatings on cork 
floats which are note attacked by al- 
cohol decreases this difficulty. Al- 
cohol also has a solvent action on 


TABLE 2 
Average Temperatures at Which 
Blends Containing 10 Per Cent. 
Anhydrous Alcohol Separate. 
Per Cent. Separation Per Cent. 


of Water ‘Temperature of Water 
in Blend (Deg. F.) in Alcohol 
0.1 —50 
0.2 8 2 
0.3 48 3 
0.4 81 4 
0.5 111 5 
the diaphragms of fuel pumps, 


causing their early failure. This 
difficulty has not been satisfactorily 
solved. 

Difficulty with actua! corrosion is 
probably due to impurities in the 
alcohol or to the use of alcohol- 
ether mixtures which undergo con- 
version, forming compounds. 

With the use of the rich mixtures 
required for satisfactory perform- 
ance with alcohol blends, the forma- 
tion of corrosive compounds on 
combustion, such as acetic acid, 
cause rapid corrosion of exhaust 
pipes and mufflers. 

In the use of blends containing 
not more than 10 per cent. of alcohol 
in gasoline, no serious dffficulty due 
to direct corrosion of clean metal is 
to be expected; but the annoyance 
of more frequent cleaning of the 


o 


neapens 


and studies of the subject have been | 
devoted to front-engine chassis and 
all of them perpetrate or perpetuate 


the following fundamental fallacies: 

1—They disregard underside fair- 
ing. This accounts for at least 30 
per cent. of the air drag. 

2—They disregard radiator and 
underhood air flow. Not only pro- 
duction automobiles, but many 
wind-tunnel models are designed as 
though the radiator grill were a 
blind surface instead of a particu- 
larly vicious form of multiple air 
claw. Calculations of eir flow and 
resistance take no account of the 
large amount of air which flows} 
through the radiator, past the fan, 
and around the engine to escape 
after much difficulty through educ- 
tor openings of some sort placed 
where slip-stream interference is at 
a maximum. 

3—Wheels are assumed to be solid 
and stationary in all wind-tunnel 
tests, or mathematical assumptions; 
yet a turning spoked wheel presents 
entirely different characteristics; 
being in fact an inefficient centrif- 
ugal pump operating in a bad scroll 
(the fender) which sets up addi- 
tional impedance. 

4—Fenders are represented as 
thick bodies, fitting the wheels 
closely, instead of which they are 
thin with sharp edges, and have big 
suction cavities. Of course, the now 
undeservedly popular skirted type 
are virtually wind-brakes or 





anchors, though some of our school 
laboratories have not been above 
modelling 


them as solids and 


| any car I should care to drive and 


fuel system, the opening up of leaks 
in old tanks, rapid deterioration of 
ful-pump diaphrams, and the pos- 
sible damage to cork floats are real 
difficulties—hardly of a minor na- 
ture—to the use of a 
fucl. 


Gasoline is practically insoluble in | 


water, and willin turn dissolve prac- 
tically no water itself. This import- 
ant characteristic of gasoline pre- 
vents contamination with water, and 


permits the safe storage of large 
quantities of gasoline over a water 
seal. 

Alcohol, on the other hand, 
completely soluble in water, as is 
water in alcohol. Therefore, if any 
water comes in contact with an al- 
cohol-gasoline blend, the alcohol dis- 
solves some of the water, and the 
water dissolves some of the alcohol. 
Since water is insoluble in gasoline, 
this causes a separation of the al- 
cohol blend into two layers. The 
lower layer contains the water and 
most of the alcohol with a small 
amount of gasoline, and the upper 








is 


layer is composed of gasoline with a | 


slight amount of alcohol. 

Temperature also has a marked 
effect upon the separation of alcohol 
from the gasoline blend. It has been 
found that: 

“To make alcohol-gasoline blends 
containing less than 10 per cent of 
alcohol, it is necessary to use abso- 
lute (water-free) alcohol or to add 
some blending agent such as ether, 
acetone, aromatics or higher alco- 
hols, If such mixtures collect small 
amounts of moisture by leakage or 
‘sweating’ of tanks, they will sepa- 
rate into two layers with the alcoho] 
at the bottom. Under these condi- 
tions carburetor trouble would be 


impossible in cold weather.” 
Data in Table 2, which represent 


the average of eight commercial | 
gasolines, indicate that the presence | 
of 0.2 per cent. of water would prob- | 
ably cause separation at ordinary | 


winter low temperatures. This cor- | 
responds to only two gallons of water 
in a 1,000-gallon tank of alcohol- 
gasoline fuel. 

This tendency of alcohol-gasoline 
blends to absorb water and to sepa- | 
rate is one of the most serious diffi- | 

culties in the use of such fuels in 
commercial distribution. The lower 
layer, containing mostly alcohol and | 
water, might be used to operate an | 
;}engine once it had been started, in 
a most unsatisfactory manner, but 
| starting with such a mixture, if 
separation occurred upon a drop in 
temperature while the car was 
standing is almost impossible in cool 
weather. 


(To be continued) 





claiming reduced resistance in the | 
wind tunnel. 

5—All. wind-drag tests have been} 
either in a wind-tunnel] or in siill 
air on the road, thus assuming a full | 
headwind not to be encountered in 
actual driving one per cent. of the 
time. Most of the time, therefore, | 
the wind will be quartering and will 
consequently have quite different 
effects than anticipated; not the 
least of which will be the formation 
of a powerful sucticn on the lee 
side to make steering uncertain. 

6—All prognostications regarding 
economy have been made on the 
assumption of uniform high speed 
and a level road. The Indianapolis 
j racers are better streamlined than 





they are extremely light. Still, I 
never understood that they were 
particularly economical, even though 
comfort, long life, ease of mainten- 
ance, roominess and many other 
things have been sacrificed. It re- 
quires twenty pounds net tractive 
efiort per ton for each per cent. of 
grade, streamlining or no stream- 
lining, and acceleration up to 35 
m, p. h. is again a matter of power- 
to-weight regardless of the tinsmith. 

I like to drive fast, and I wish I 
lived in one of the small cities of 
the Middle West, where some of 
the streamline enthusiasts do, so 
that I might safely indulge my 
tastes in that direction. But I live, 
as most motorists do, in a section 
where the hills, the winding roads, 
the traffic congestion and _ the 


Icohol in motor | 


experienced, and starting might be | 


| cinnati 


Locking Governor Offered 


A new governor for cars, buses 
and trucks that both locks and seals 
against tampering has been an- 
nounced by the Chicago Governor 
and Manufacturing Company, Chi- 
cago, Ill. This is known as_ the 
Locksit governor and is set with a 
key, after which a seal wire is passed 
through both the lock and _ stud, 
making it impossible to change the 
“set” | of the governor even with a 


mee arne 





GRINDING 
WHEEL 





|duplicate key, 
seal. 

These governors carry a two-year 
free replacement guarantee, and are 


without breaking the 


guaranteed to control accurately 
both engine and traveling speed, 
under all loads, for the life of the 
engine. They can be installed, it 
is claimed in a few minutes without 
special tools and are said to fit 93 
| per cent. of all cars, buses and trucks 
without extra } fittings of any sort. 


Grinding Steering Arm Balls 










SET-UP FOR FINISHING of steering arm balls on a Cincinnati 
centerless grinder 


According to the makers of Cin- | round by the infeed method, Some 


grinders’ the 
method of grinding the ball end on 
forged sicel steering arms has proved | 


to be a very satisfactory solution of ;mounted on 


a difficult machining operation. 
Grinding is done in a simple fix- 
ture arranged to swivel in 


centerless |end play 


| 


| 


is provided in the trun- 
nions to allow for movement of the 
regulating wheel and variations in 
jthe work. The rotating fixture is 
ball bearings. The 
20x1%2x12x12-inch 80-KC  Aloxite 


| rubber-bond grinding wheel is trued 


a verti- | § 


cal plane for loading the work on | 


the Cincinnati No. 2 
grinder. The work is 
quick-acting clamp and 
washer, 
grinding 


held by 


a 


support blade, _and 


quaint ideas of law-enforcement 


centerless | 





{ 


| Streamlining 


satisfactorily by a radius truing at- 
tachment. 

By this method of grinding it is 
said to be possible to remove 0.005 


U-shaped | to 0.007 inch of stock in one cut and 
lowered into place on the/|to produce 190 pieces per hour with 
is'a good commercial grinding finish. 


of a motor car differs 


keep me below 45 m. p. h. 90 per | from that of an airplane. 


lcent. of the time. With a lower | 
maximum speed, hill-climbing abil- 


ity and acceleration assume in- 
creased importance. As a result, my 


cars are. No burpous tin jacket 
around my car is going to make a 
smaller power plant adequate. Even 
if it did reduce wind-drag at high 
speeds—which is not proven with 
respect to actual automobiles—I 
would remain unimpressed, because 
I can drive at such speed so little 
of the time. 

Furthermore, a slight saving in 
fuel consumption at these occasional 
high speeds would be a very poor 
recompense for the loss of compact- 
ness for parking, accessibility for 
maintenance and secure steering at ; 
high speed. 

Away with fake models, 
theorizing, wind-tunnels and road 
tests by instructed experts. I have 
seen too many spark intensifiers, 
carbureter speedlers, etc., sold that | 
way. I have not forgotten the al- 
leged economy tests which hepled 
foist free-wheeling on the public. 

Let us un-muddle our thinking 
and realize that just as cooling an 
engine running along the ground at 
sea level with only a dinky tin fan 
to move the air is a very different 
thing than one in an airplane, oper- 
ating in the cool upper air, exposed 
to the blast of a propeller absorbing 
the full engine power, so also the 








MERRILL C. HORINE, 
| Sales Promotion Manager, Mack- 
International Truck Corporation, 


| MULLINS MANUFACTURING 


car is Overpowered, as most modern } 


INCREASES WAGES BY 10% 


Youngstown, O., May 24.—The 
Salem plant of the Mullins Manu- 


| facturing Company has increased by 


10 per cent. the wages of 550 men 
now working on automotive parts 
and similar piecework. This com- 
pany now has more than 800 men 
on its payroll. Since March, more 
than 400 workers have been recalled 
to the colors. 

C. C. Gibson, president of the Mul- 


inductive ; lins organization, in announcing the 


wage increase, said that his com- 
pany was giving back part of the 
savings that have been made pos- 
|sible in recent years by the loy- 
alty of its employees. Business at 
present, Mr. Gibson said, was largely 
on a hand-to-mouth basis, but there 
is no sign of an early decrease. Au- 
tomotive buying is one of the prin- 
cipal factors in the increased output, 
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NASH 


WILL ANSWER 


Many have felt called to manufacture America’s motor cars, but __ 





































few have been chosen. 


806 names appear on the roll of cars that at one time 

or another have been offered for sale to the motorists of 
these United States. Today only 32 names remain and ten of 
those are products of two manufacturing groups. Actually, there 
are no more than 20 American manufacturers producing passenger \ 


cars at this moment! i 


Only the echo answers when the roll is called and the names of the 
others are called. Twenty survivors answer, “Here”. 


Nash is one of the twenty. Nash answers, “Here”, exactly as Nash 
has answered for 17 years, and exactly as Nash will continue to 
answer for years to come! 


A sound financial structure”. . . five lines of rightly-priced, quality 
motor cars available under a single franchise .. . seventeen years of 
straight thinking and straight dealing. . . all these contribute to your 
complete assurance that it’s safe and sane to sign up with Nash. Ad- 
dress your letter to the Sales Dept., Nash Motors Co., Kenosha, Wis. 


*The Nash financial statement as of March 1, 1933 shows - 
cash and government securities in excess of $31,000,000. 


ONE FRANCHISE MAKES ALL FIVE NASH 
SERIES AVAILABLE TO NASH DEALERS 


BIG SIX STANDARD EIGHT SPECIAL EIGHT ADVANCED EIGHT AMBASSADOR EIGHT 
116-inch Wheelbase 116-inch Wheelbase 121-inch Wheelbase 128-inch Wheelbase 133.and 142-inch Wheelbase 
4 S06 00 $7466 “Tite to S00 $965 to $1095 $1255 to $1575 $1545 to $2055 
FOUR BODY STYLES FIVE BODY ! ST YLES SIX BODY STYLES SIX BODY STYLES NINE BODY STYLES 





All prices quoted f. 0. b. Factory—Special Equipment Extra 
(4553) 


* 






